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Number 3 


Greatest Amount of Sales Tax Thro’ Retail Merchant 


consideration next week will be that of a Sales 

Tax. The merry medley of plans proposed will 
give legislators all the opportunity in the world to 
argue the issues. Perhaps a long period of hearing 
after hearing will prevail. One thing is certain—the 
retail merchant who conveys the merchandise to the 
customer will be the agent handling the most money, 
for it is at retail that the greatest revenue will come 
into the government. It is, therefore, most important 
that the merchant be ‘“‘on guard.” 

Broadly speaking, the “Boot and Shoe Recorder”’ 
favors a tax on sales. We favor the sales tax plan 
largely because it is the only definite, concrete plan 
that has been put forward:as a solution to our existing 
federal taxation problems. It is admitted with prac- 
tical unanimity that the excess profits taxes must be 
eliminated and that with them must go the exces- 
sively high surtaxes on large incomes. Both of these, 
it has been clearly shown, are a deterrent to industrial 
enterprise. The excess profits tax leads also to waste 
on the part of producers and has tended to increase 
the cost of commodities. 

The excessive surtaxes on incomes have led the men 
of great wealth to invest in non-taxable securities, 
such as municipal bonds, and the result has been the 
withdrawal from industry of funds that would have 
acted as the lifeblood of enterprise. 

Not only this, but with the decline in prices that 
has come about, the income derived by the Govern- 
ment from the excessive profit taxes is steadily dwin- 
dling. Thisis still more the case as regards the revenue 
raised by the surtaxes on large incomes. Such taxes 
are not there. The main question, as we see it, is as 
to whether the tax should be a turnover tax, levied on 
all sales, or a sales tax, levied only on sales at retail. 


| appears that the first item for Congressional 


To avoid any misunderstanding, it should be noted 
that the tax, whatever its form, is to be collected, not 
paid, by the retail merchant. In other words, he 
would add the tax to the price of his goods, and at the 
end of the month or other period pay the percentage 
of tax as required by law on his total sales to the In- 
ternal Revenue Bureau. We believe there is no one at 
this time who suggests that the retail merchant be 
required to collect the tax from his customers on each 
individual sale. 





“Keep ’em Short” 


E have read and likewise printed fashion reports 
coming from Paris to the effect that skirts are 
to be lengthened. We have, however, encouraged our 
doubts as to whether that fashion note means as much 
as it implies. If it means a modest lengthening there 
is every reason for national congratulations. If in- 
stead it means a return of the period of long trailing 
skirts with concealment of footwear, why there is 
every reason for opposition. 

As the dress designers would have it the vogue 
should be immediately made for the long skirt coming 
close to the ground. The fabric man approves but 
few people else. We won't say that it is impossible 
for the fashion to switch to such extremes, but this 
time the American public will have something to say 
about it. Style at one time could be shaped and di- 
rected—today it is different, for common sense is more 
and more a national habit. 

You may remember the false alarm back in 1916 
when every dress publication said “‘longer skirts are a 
coming fashion.” Dress designers were back of that 
propaganda but they overlooked the one great obsta- 
cles—war economy was a fad and cloth was to be 
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saved. Some now say that the fabric man is inter- 
ested in yardage and therefore the new cry for longer 
skirts. 

All that we need to do is to repeat the bit of verse 
that did so much to “keep ’em short” in 1916: 


Shall that badge of female freedom, the abbre- 
viated skirt, 
Be gradually lengthened till it traileth in the dirt, 
And with the festive microbe most industriously 
flirt? 
Keep ’em short 
Oh the shorter skirts are youthful—they turn 
back the hand of time, 
And they help to clothe the figure with a dainti- 
ness sublime— 
To return then to the bondage of long skirts 
would be a crime, 
Would it not? 


There were eight arguments allin favor of the “short 
skirt’’ and the “Recorder” poet enjoyed a national 
reputation for his timely contribution to the subject 
most interesting to the shoe and hosiery business. 

Well, think it over, just what value is there to 
“visibility of footwear’? Is it not one of the great 
assets of a style period? 





“Known by Its Salesmen”’ 


N the women’s shoe department of one of the larg- 
est department stores in the middle West a sales- 
man approached the assistant manager with this ques- 
tion: ‘We haven't any women’s hunting boots, have 
we?” 

Before the assistant manager could answer, the 
shoe merchandiser, who happened to be near by and 
heard the remark said: ‘What did you tell your cus- 
tomer when she asked for hunting boots?” 

“T said to her,” said the clerk, “I do not think we 
have any but I will find out.” 

As a matter of fact there were three styles of hunting 
boots in stock but the negative attitude of the clerk 
had done its work and the customer could not be in- 
terested in any of the styles shown although the shoes 
were right for the occasion and the price was rea- 
sonable. 

The shoe merchandiser asked the assistant manager 
about the clerk. 

‘He used to be one of our regular men. He is now 
working as an extra,” said the assistant manager. 

Said the merchandiser: “‘Formerly he was a regu- 
lar; today he is an extra; tomorrow—well tomorrow 
—he will not be with this organization. 

“A positive attitude wins confidence and commands 
respect. A negative attitude destroys confidence, 
loses respect and loses sales. Why will people never 
learn this?’ 

The Bell Telephone company maintains a number 
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of schools for the training of operators and other 
employes. 

Days and oftimes weeks are spent in teaching oper- 
ators to say ““Number please” with a rising inflection. 

Try it yourself, first with a rising inflection, then 
with a falling inflection. Get the idea? 

Maybe store managers are at fault by not properly 
training the salesforce in these little things that mean 
so much as factors in producing sales. No store is too 
small to maintain a training school in methods of 
conduct. “A store is known by the salesmen it keeps.” 


_ Sport and Footwear 


NCE the definition of ‘‘sport footwear’’ was the 
specialty shoes expressly made for the athletics 
indulged in. Today if you asked a shoe man for sport 
footwear he would bring out a flossy combination that 
would need a complete summer wardrobe to match. 
Sport footwear is the marvel of the age for ability to 
juggle patterns and materials and the possibilities for 
extra sales. 

All over this country merchants have figured on 
sport footwear sales as the great midsummer feature 
of their wusinesses. The early indications at the 
Southern resorts point clearly to sport footwear in 
wide utility. Some merchants who had occasion to 
journey South even went to the extent of telegraphing 
factories as to the spread of the habit of “special spor! 
footwear for those who participate and those who 
observe.” Indeed it has been made fashionable to the 
extent of exclusiveness to wear the most unusual 
patterns in sport footwear. 


The Window of Your Store 


HAT is the value of a window well arranged with 
shoes but without price tickets or cards of 
identity? Isn’t there a lot of bunkum in the window 
that ignores “‘the commercial.’”’ Window space on a 
good street is worth much money in eye appeal but 
what do you think of this policy. A very expensive 
and dark wooden window box, dim lights, ordinary 
shoes because “‘we don’t want to show our real styles 
to our competitors” and changes in trims once a week, 
is the policy of one of the high grade stores on a real 
high grade thoroughfare. The window is simply an 
accessory to the entrance and has no sales value. 
Selling through the window is ignored—it looks cheap, 
so the shoe man says. 

Well, well, if he wants to throw away his opportuni- 
ties that is his lookout. The point is the effect that 
this policy of the high grade store has upon other mer- 
chants who say “‘his success must justify that window 
policy”’ whereas the truth is ‘he is successful in spite 
of his window policy.” 

There are far too many shoe stores in this country 
which in the past four years have substituted imita- 
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tion for initiative in their window salesmanship. We 
especially point out the large number of stores which 
show shoes without price or number. What does the 
store expect—‘‘that the customer and clerk will both 
saunter out to the window and look ’em over for inden- 
tification.” If the window is worth having use it with 
sense—it can aid selling or retard it. It is up to you 
which. 





‘ 

What Is “Association” Voting? 
TT HERE may be groups of merchants who have 

carefully examined the “‘turn-over tax’’ and who 
believe that every operation from the raw material 
to the finished product should be taxed! There may 
be some lines of industry where it is impossible to 
control under one company all the processes along 
the line from raw material to finished product! There 
may be merchants who prefer to give an advantage 
to the manufacturer who makes and sells and under 
one company enjoys only one turn-over tax and that 
is ‘to the ultimate consumer.” 

We say there may be such merchants, but they are 
nol independent merchants who desire to remain 
so. To give an advantage of from three to twenty- 
three per cent to the concern which makes all the 
ingredients, assembles them and sells the final prod- 
uct to the public is practically what two dozen 
associations have already done. 

What is an Association vote? We have seen asso- 
ciation functions and at a convention not more than 
one per cent of the membership of the Association 
understands what is being voted, the why and 
wherefore, cause and effect. Then suppose the 
endorsement to the turn-over plan is given “out of 
convention season.”’ Is it the custom to take a vote 
by referendum? It is not. The Secretary usually 
decides and gets the O.K. from the President or Execu- 
tive Committee and they usually are so busy they are 
not mentally responsible for their vote on the subject. 

It is high time that Associations look into not only 
the sales tax plans as presented but the methods 
within their own organization of pledging the entire 
membership to action which ultimately must prove 
dangerous. 





Watch Your Community 
“Payroll” 


ly a national census of business conditions, we have 
found such a wide variety of opportunities for the 
shoe merchant in the coming months that mention 
of them seems indicative of too great optimism. 
A nation 60 per cent at work, with wage scales 


showing slight competition through more workers © 
“waiting at the gate,” presents a situation unparal-. 


leled in economic history. 
When a banker, studying his deposit sheets, sent a 
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trained investigator to follow up the wage envelope 
of the workers in a busy factory, he found out that 
the money was in slow circulation; that more was 
being kept in the pocket for present needs and also 
deposited in the bank against a rainy day. 

The investigator learns that the “spend as you go” 
policy has stopped and that the merchants in the town 
no longer get the bulk of the money. 

A wide-awake merchant in another city is 
capitalizing a burst of prosperity through the re- 
employment of 20,000 workers to his town. He 
featured footwear for occupation and style, and 
profited in both lines. He saw his opportunity and 
was quick to develop it. We learn this also of a shoe 
manufacturer, who, believing that his salesmen were 
not covering a certain territory as thoroughly as was 
desirable, sent out a special salesman to visit the 
small town trade. . 

He found that there were no more small town ac- 
counts; that there were actually big town shoe pur- 
chases made in towns of small population, and that 
new style lines were most welcome. 





Strap Sandal 1,000 Years Old 


Primitive Styles, Similar to Modern Model, 
Found in Bolivia 


Lynn—A primitive strap style shoe was brought 
back to Lynn by ‘‘Eddie’’ Howard, a commercial trav- 
eler, who tours South America. It is a sandal, with 
three layers of sole leather, tacked together, for a sole. 
This sole is held to the foot by a broad strap, which 
passes over the forepart, and buckles to another strap 
which passes around the heel. This forepart strap has 
stripes of tan and white leather stitched to it. 

Mr. Howard got the shoe in La Paz, Bolivia. It 
was made by native hand shoemakers. Lately, a new 
factory, equipped with American machinery, and 
making novelty style shoes, has been started in La Paz. 

Mr. Howard says that the natives of Bolivia have 
worn these strap style sandals for a thousand years 
and more. So again, there’s nothing new under the 
sun, not even novelties. 

Mr. Howard also tells of novelties, brighter and 
more intricate than any novelties in American foot- 
wear, that are made in Mollendo, Peru, 16,000 feet 
above the sea level. It hasn’t rained for 70 years in 
that section, and the earth is as dry as powder. So 
soles are not sewed on, but are fastened with pegs. 





A Real “Coin Heel?’ 


A real ‘‘coin heel’’ is a hollow heel, which, like a 
purse, is used for carrying money. Such a heel on a 
shoe may be seen in a repair shop in Boston. The 
hollow is big enough to carry two silver dollars, a few 
gold pieces or a $1,000 bill. The top lift screws on to 
the heel, and holds the money tight. 
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Shoes Few in Number and Shown Against a Harmoniously Contrasting Background 


Do Your Windows Really Help to Increase Sales? 


A Few Simple Rules Which, If Followed, Will 
Make It Easier to Achieve Good Displays 


their store windows are storage spaces in which 
they should crowd as many pairs of shoes as 
possible, without seeming to realize that the more 
shoes shown in a space, the less impression they make 
on the observer. A simple, well conceived window 
display is not hard to lay out, if certain fundamental 
principles are followed out in the whole scheme. 
First, have the windows well lighted; and by well 
lighted, I do not mean by arc lights only, as your 
background must be toned correctly to set off the 
shoes, which, except in the case of sport and party 
footwear, are in themselves dull and uninteresting. 


) thei merchants sometimes get the idea that 


Don’t Crowd the Foreground 


Second, do not crowd the foreground with too many 
shoes and decorations. 

Third, make certain that every piece of decoration 
used sets off the shoes, and does not draw attention 
away from them, as unfortunately is sometimes the 
case. 

How many times you have seen a dull background, 
deep black or brown, with about four dozen pairs of 
shoes in the foreground, set around the window with 
geometric precision, the whole relieved by artificial 


flowers in profusion. The result is that it is hard to 
tell whether the merchant means to have customers 
see the flowers or the footwear, and more possible 
customers are lost through this fault in window dress- 
ing, than in any other way. 


Cheerful Windows Attract 


Backgrounds soft in tone—gray, white, green, 
yellow or blue—with just enough body to form part 
of the scheme of decoration, without monopolizing 
the attention, are always attractive. When showing 
white and colored sport shoes and slippers, have the 
background just dark enough to bring out the values 
in the footwear, instead of losing them in a mass of 
dead color, as would be the case if the tones collide 
with the shoes. As a general rule, however, soft 
backgrounds are almost always acceptable. 


Give Windows Breathing Room 


Do not crowd your windows too much. In some 
localities where people look upon crowds as part of 
their daily life, both on the street and at home, well 


“set up windows are not appreciated, because, having 


been brought up on low priced merchandise, a low 
grade window just about fits into their scheme of 
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things. But, generally speaking, it is good judgment 
to give your windows a chance to breathe, and they 
cannot breathe any more than you can if they are 
all choked up with footwear, set in like sardines in a 
box. 


Pick Out Leaders 


A good rule to follow is to select the most stylish 
pair of shoes in your store, and set them in the most 
prominent place in your window, so that observers 
will be favorably attracted towards them. Then take 
your other styles, properly tagged or carded, and 
place them so that the eye will follow naturally from 
the leader to the other shoes. Sport shoes in colors, 
pumps with oversize buckles of brilliant stones, silver 
slippers or any other such numbers will always make 
good leaders. And make your price cards legible 
from the street. They are meant to be read, not just 
seen. A few flowers set here and there will help to 
cover up the bare look, but be careful not to use too 
many trimmings, as your window is an indication of 
the store interior, and unless it is worthy of attention 
from the street, it is pretty safe to say that the in- 
terior will not promise much more. 


Use Your Findings 


Why more shoe merchants do not use buckles, 
laces, trees and other findings as fillers in their win- 
dows, is beyond me. A setting showing a pair of 
unpolished shoes near a pair well polished, with the 
polish used shown, must attract. attention, because it 
tells a story in which everybody is interested. A pair 
of plain pumps contrasted with beautifully buckled 
pumps means something, as do treed and untreed 
shoes, showing the effect of good care on footwear. 
And do not be afraid to use pictures of models wearing 
shoes on exhibit in your window. They give a human 
touch to the whole 
scheme, and make 
the possible buyer 
warm up to you 
and your store. 


A Concrete 
Example 


Not long ago, I 
had occasion to 
help a shoe mer- 
chant in a small 
city trim his win- 
dow. The window 
as I found it orig- 
inally, had a deep 
brown panelled 
background, over 
which had _ been 
pasted most crud- 
ely, a vividly col- 
ored lithograph, 


Just Enough Color—Not Too Much 
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which had no relation to anything in the window, 
and seemed to scream out in agony over the 50 or 
more pairs of shoes, huddled together in the fore- 
ground, like so many frightened children. Then, to 
make the effect even more mysterious, artificial 
flowers in all conceivable colors and sizes were set 
here and there and everywhere. And the merchant 
wondered why he did not sell the best trade in the 
city. 


The Cure Simple 


To begin with, I had the background painted a soft 
gray. Then on a pedestal I placed a pair of pumps 
with rhinestone buckles, set so as to bring out their 
full display value. Around the window were located 
the most salable shoes in the store, in number not 
more than 20, each pair priced legibly, and stationed 
within the arc of vision, from the central display 
stand. Single artificial roses beside the front side 
stands with buckles in between completed the window. 
Being used to a mass of shoes, the merchant was not 
particularly pleased with the effect, but when the 


- window began selling shoes for him, his tune was a 


bit different. 


Harmony Always Necessary 


Show cards, photographs in frames, artificial 
flowers, and whatever decorations are used must 
harmonize, not only with the backgrounds, but with 
the shoes themselves. To look at some windows 
which are unquestionably overdressed, it is hard to 
tell whether the shoes are part of a general display of 
flowers, or whether the flowers are used to attract 
attention away from the shoes. 

The reverse of this is to use no decorations whatso- 
ever. Just dull, uninteresting footwear, on a dark, 
cold background, 
with price tags to 
relieve the eye. 

And then merch- 
ants wonder some- 
times why people 
do not buy more 
shoes. If shoe 
merchants will only 
learn to make their 
windows look alive, 
instead of cold and 
hard and dead, as 
a good many of 
them are, the re- 
sult will quickly 
prove that people 
are human enough 
in any locality to 
show their appreci- 
ation of a warm, 
sunny shoe window. 


\ ecm nth re RR OE : 
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The Value of Color 
in Window Display 
Lighting 




















most pleasurable. The effect is often 
similar to the appearance of an opal, which 
has a general tinge of yellow, and yet 
contains brilliant flashes of many different 
colors. 













When Not to Use Green and Blue 


If lay figures are used in the window, or 
if, perchance, a window demonstration is 
being carried on, it would be unwise to 
fed, a Gis c a aes choose green or blue light, since these colors 
Manufactured by the National X-Ray give the human features a ghastly appear- 

RETO Se. ance. Deep amber, orange, and red also 












This Opaque Reflector may be Fitted with a 
Gelaline Screen, which Slides easily into 











































x 


lighting which are now on the market, give the 

retail shoe merchant a new and valuable display 
tool. The publicity value of colored lighting in the 
window can hardly be over-estimated. 

Color is one of the most important factors in making 
any window display successful. Colored lighting is 
super-color. Its novelty and beauty arrest attention 
—and sell goods. 


[iiestine ws screens and dyes for colored window 


Enhancing the Beauty of Your Display 


Just as interior decorators and display managers 
plan their combinations of objects so as to make each 
color stand out with even 
more striking effect than it 
would have alone, so by 
the addition of colored light 
one may enhance the beauty 
of the display still further. 

Red light will make all 
tones of red, orange, brown, 
violet, and similar warm 
shades appear richer,- for 
instance. Blue intensifies 
violet, blue, green, and often 
deep red. Green will make 
blue, green, and yellow ap- 
pear more vivid. And at the 
same time, the entire win- 
dow is filled with a glow of 
the colored light which is 





Dipping the Mazda in Dyes which come Prepared for this Purpose. In 
the Past this was the Chief Method of Oblaining Colored Lighting Effects. 





tend to obliterate the flesh tints of the face, 

but slight rose and amber shades are of 

great value in such a display, for 
the features acquire added charm under these 
lights. 

Constructing a display with the aid of this new too! 
can be a lot of fun, and the results produced will be 
the kind that bring customers into the store with a 
pleased expression on their faces. A little experi- 
menting with the different lights on objects of dif- 
ferent colors will show what combinations are 
effective and what to avoid. 

One must pay close attention to the rules of color 
harmony, but with care, the effects will be remark- 
ably attractive, the kind that open the pocketbook 
of the public. 





Tracy Samuel Lewis 


Dead 


Naugatuck, Conn.—Tracy 
Samuel Lewis, president of 
the Beacon Falls Rubber 
Shoe Company here, died at 
his home in Brooklyn, N. Y., 
today, aged forty years. Mr. 
Lewis graduated from Yale 
in1894. He was interested in 
the textile industry and was 
president of the Connecticut 
Cotton Mills Company of 
Killingly, Conn., and the 
Canadian-Connecticut Mills 
Company, Ltd. 
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A Unit of Prismatic Glass, with a Colored Glass Screen, 
which may be Attached Easily. Manufactured by the Holo- 
phane Glass Company, New York City. Used by Courtesy 
of National Lamp Works, General Electric Company, 
Cleveland ; 
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A Globe of Colored Glass Fits Over the Lamp in this Show 
Window Unit, Giving Out Pure Color Rays. Manufactured 
by the Ivanhoe Regent Works of the General Electric Company, 
Cleveland 
(Photo Copyrighted) 








What’s Your Economy Bug? 


There’s the Guy Ace High in Everything but His 
**Feet Casing”’ 


Curious, isn’t it, how a man will have some little 
idiosynerasy on economy. Maybe he doesn’t want to 
hedge in his spending. Maybe he doesn’t have to 
save his money. But somewhere in his system there 
is a something that even against his reasoning seems to 
cause him to buy that which is cheaper in the relation- 
ship of cost than his other purchases. Possibly some 
one or more of his ancestors had to struggle and fight 
through financial hard times and this economical 
strain shows out in the present generation in a small 
way rather than in all kinds of buying. 


The Regular Fellow’s Bug 


Take for example the man with money enough to 
buy the high grade, first quality merchandise. He’sa 
good fellow, a regular chap and shows excellent taste 
and judgment in almost every purchase he makes. 
He buys a suit of clothes from his tailor for one hun- 
dred dollars or maybe a hundred and a quarter, and 
gets cloth, cut and workmanship that shows class. 

His hats are made by the best manufacturers and up- 
to-date in color and. style. His linen is of fine texture. 
His neckwear has distinction and his underclothes are 
in perfect keeping with all these other garments. But, 
when it comes to buying shoes for himself, he’ll go out 
of his way to get a bargain or to buy a shoe of rather 
a low-grade proposition especially when compared 
with the rest of his wearing apparel. 


He doesn’t seem to care about getting shoes of the 
quality, manufacture, and style that he demands in 
his other purchases. For some unknown reason he 
feels as if his shoe buying should be on the basis of low 
costs and by just this little thing he throws his well- 
groomed effect out of tune. The cheap pair of shoes 
is the “monkey wrench that is thrown into the works 
and queers the whole shebang.” 

This same man always takes pride in the fact that 
his wife is well dressed and that her shoes are of the 
best quality stock and manufacture and in the latest 
fashion as to last and color. But, oh boy, when he 
gets to his own footwear he don’t give a hang as long 
as he thinks he’s making a couple of dollars on the 
purchase. 

People are sure funny in spots. And this is one of 
the spots. Personally we’d rather have our cigars and 
smoking tobacco of the very finest than to hedge on 
some of the other buys we make. 

And then we must confess we don’t pay quite so 
much attention to the style and cut of the chapeau as 
we should in order to travel along with the regular 
““fellers.”” What’s your particular economy bug? 





An Error Corrected 


In the advertisement of F. C. Pingree Sons Com- 
pany, Detroit, Michigan, in the ““Boot and Shoe Re- 
corder” of March 26th, a Cherry Red Calf solid 
leather oxford was quoted at $7.50. The correct price 
is $7.00. The guarantee of three weeks’ delivery still 
holds. 
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Getting the Most 
Out of Retailing 


Suggestions That Are the 
Result of a 36-year Study 
of Retail Store Keeping 


Epigrams and Ideas Gathered 
By National Cash Register Co. 


Every Merchant Should Know Every 
Day: 


1. Cash sales—2. Charge sales—3. Money received 
on account—4. Outstanding accounts—5. Money 
paid out—6. Total sales, cash and charge—7. Total 
business done by each clerk—8. Number of sales 
made by each clerk—9. Number of sales made by the 
store—10. Total money received from all sources— 
11. Who is responsible, in case of error—12. That 
he has a check on all deliveries—13. That the system 
employed protects merchant, customers, and clerks— 
14. That the foundation of his system is a good one, 
that it is not dependent on the weakness of the 
human element. 

€ 
Organization 

Every merchant should make a pyramid of his 
store organization. 

One of the greatest weaknesses of many stores is 
poor organization. 

Find out the needs of your business. 

Plan according to the number of employes. 

Have each employe do the work he is best fitted to 
do. 

The merchant should put responsibility on his 
clerks. He should be free to think and plan. 

A place for every man, and every man in his place. 


The Indifferent Clerk 
Don’t be a “Take-it-or-leave-it” sort of a sales- 
person. 
Don’t make customers feel that you are doing them 
a favor by allowing them to buy from you. 
Don’t be crusty if people are “just looking’ and 
don’t buy. 
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Take pains to explain important points about the 
goods to the customer. 

Practice suggestive selling. 

‘Make your firm’s interest your interest.” 


Health 


Energy is a salesman’s best asset, and you can't 
have energy without health. 

Five essentials of health are: fresh air, good light, 
pure water, good food, and exercise. Don’t economize 
on any of them. 


The Open-Minded Merchant 


A merchant or clerk who has reached a point where 
he thinks he can’t learn anything new will do himself 
and the trade a favor by getting out of the business. 

Get new ideas. Travel to other cities. Visit suc- 
cessful stores. Read, investigate, and grow. 

Blessed is the merchant or salesman who gets en- 
joyment out of his work and keeps his mind -ever 
open for improvements. 

- Habits 

You can’t stay out late at night and be efficient. 

Don’t say it is none of the boss’s business what 
you do out of working hours. 

Bad habits out of working hours lower your e!- 
ficiency during working hours. They will interfere 
with your success. 

“The world belongs to the energetic.” 


The Pleasant Clerk 


Have a smile in your voice when talking over tlie 
telephone. 
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In talking business over the telephone, good humor 
is a great advantage. 

Use tact when a customer complains over the 
telephone. 

A smile can often do more than a big stick. 

The way to be happy is to make others happy. 


Window Display 


Don’t crowd your show window with merchandise, 
trusting that the passerby will see something he wants. 

Make window displays simple. 

Watch the people and note whether they are at- 
tracted to your windows. 

See if they come into your store, because, unless 
they do, your window displays are poor. 

A store should be clean. Even people who are not 
neat admire it in others. 


Store Front 


An attractive store front draws trade. 

A clean, attractive store front is worth many times 
its cost. : 

Don’t use your show windows to advertise other 
people’s business. , 

If it is worth money to others, it is worth money to 
you. 

Newspaper advertising travels far and wide to 
bring people to the store. 

Attractive store fronts and displays are the best 
invitations to bring people into the store. 

The world offers golden prizes to the man who 
thinks. 

Neatness 


Neatness is a great factor in success. 

Carelessness in dress is a great handicap to success 
in business. Dirty hands and soiled linen will disgust 
and drive away a merchant’s best customers. 

The store and its policy are judged very largely by 
the appearance of the salespeople and the treatment 
received at the counter. 

Help yourself by making a fine art of your work. 


The Courteous Clerk 


Remember that the customer is the store’s guest 
and that people will flock to the store where clerks 
are always polite. 


Don’t throw the package and change on the 


counter or drop them carelessly into the customer’s 
hand. 

Take time to hand them to the customer cour- 
teously. ; 

“Say to yourself, “My place is at the top.’ 


9 


The More Turn-Overs You Have, the Greater 
Your Profits 


A simple rule for figuring turn-over is to divide the 
total business for the year by the average inventory 
at selling price. 
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For example, suppose your sales for the year total 
$50,000 and you carry an average stock of $5,000. 
Your retail selling price, based on a mark-up of 50 
per cent on cost, or 33 1-3 per cent on selling, is 
$7,500. 

To find out how many times your goods were 
turned over, you divide $50,000 by $7,500, the 
answer being 6 2-3. 

To increase profits it is necessary to lower expenses, 
increase sales and the number of turn-overs. 


Kindness to Children 


The clerk who is kind to children is giving the best 
service to his employer. He is laying a good founda- 
tion for his own success. 

Children soon grow to be men and women. They 
remember the store where they were treated as 
courteously as if they were grown-ups. 

Success results largely from the sum of little things 


well done. 
Marking Goods 


Margin (which includes overhead and profit) is 
always figured on the selling price. When, for exam- 
ple, a man buys somethirg for $1.00 and sells it for 
$1.25 he makes 25 cents gross, but that is not 25 per 
cent gross profit. It is 20 per cent of $1.25, the selling 
price. He makes, not one-fourth of the cost, but one- 
fifth of the sale price. 

When you know what the goods cost, and the mar- 
gin you wish to make, take the desired margin from 
100, divide the cost by the remainder, and the 
answer will be the sale price, including the margin. 

For example: Goods cost $1.50 and you want to 
make 25 per cent. Take 25 from 100 and the re- 
mainder is 75. Divide $1.50 by 75 and you have the 
answer, which is $2.00, as follows: 

Selling price being 100 per cent with a margin of 25 
per cent, the cost must be 75 per cent. Here the 
cost is $1.50, which is 75 per cent of the price we are 
seeking. Therefore, we must divide $1.50 into 75 
parts to get one per cent. We find that 1-75th of 
$1.50 is two cents. If two cents is one per cent of the 
selling price, the whole selling price is 100 times two 
cents, which is $2.00, the selling price. 

To find the percentage on sales, of cost of doing 
business, divide the gross expense by gross sales for 
the year. 

Stock Records 


Do you guess at the amount of stock on hand? Is 
your inventory only an estimate? The purpose of an 
inventory is to give the merchant exact information 
as to how he stands. 

A real inventory must therefore tell the truth. 

An inventory without a stock record affords no 
check against the goods which should show in the 


inventory. 
(Continued on page 46) 
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Logic Is the Necessary Element in Men’s Styles 


The Male Is a Conventional Animal and Buys 
Most Freely When He Feels That It Is Safe to Buy 


ordered a pair of boots made took a lively 

interest in their construction. He watched 
the shoemaker as he did the blacksmith and the 
wheelwright. The terms used in the craft became 
familiar to him. He understood something of the 
virtues of the materials used, and he knew, though 
he had no skill to practice, the various operations 


\ COUPLE of generations ago the man who 





The Brogue’s Rival 


Tan Calf Saddle Strap Model with Per- 
foraled Vamp and Heel Fozxing. Doyle- 
Mullins Shoe Company, Brockton 











performed and most of the words by which they were 
described. 

How different is our industrial complexity of today. 
Each man, in his own specialty, finds mental absorp- 
tion. The terms which the bootmaker used have 
little by little dropped from the parlance of the 
wearer of footwear. As an example consult the pages 
of our best fashion magazines. Rarely can the 
writers describe a shoe without a grotesque misuse 
of the simplest terms. Often the shoemaker himself 
could not gather the faintest idea of their intended 
meaning. How much less the unfortunate reader. 


What Will Interest the Man? 


The knowledge of shoes and shoemaking languishes 
with the public, and little remains to interest the 
male buyer in his footwear. And, lacking the .in- 
tuition as to dress with which nature endowed his 
wife and sister, he falls under the influence of one 


single motive, the desire for correctness and conven- 
tionality. The styles, as he sees them, are absolutely 
motiveless. In the corner of his mind there lurks an 
unpleasant memory of having one day acted on an 
impulse and purchased an article of footwear in which 
he never dared to make a public appearance, for i! 
the question were asked why he made the purchase 
he could give no logical answer. The reaction from 
that simple error, if it was such, has shaped his 
conduct for years. 


Some Novelties Popular 


But the impulse for novelty is nevertheless strong. 
A decade ago the whole public obeyed it in th 
vogue of high toes. We hear many a sigh these days 
for a stimulus like that which the shoe trade then 
enjoyed. But | believe the ultimate effect was an 
unfortunate one, for the high toe had no good prece- 
dent to support it, and neither did it have any idea o/ 
utility to explain it. It had not even the countenance 
of an example from the leading social circles, so that 
for every dollar’s worth of trade which was gained 
at the time, there was as much or more lost in the 
subsequent reaction to conservatism. For a de- 
parted style, cumbering a useful corner in the closet. 
is ever a discourager of purchases for any but im- 
perative wants. 


The Brogue a Classic 

An instance of a different nature is the brogue 
style, which still is with us. It may, and probably 
will wane, but never in the same inglorious way. 
For the brogue is a classic, and the public, for all its 
ignorance of shoe craft, knows this. The day will 
come when the tenth assistant cashier will not wear 
his brogues to the office. He will keep them for an 
outing. But the old high toes—their passing was 
sudden and absolute. There was a great difference. 

This is pointed out with the idea that it may lead 
us to come principle on which style diversity may be 
developed. It must be something which the mascu- 
line mind appreciates and in which the idea of fitness 
predominates. Utility for its purpose, and the kind 
of luxury which includes comfort, are included in 
fitness. Thus toes which are too narrow are a dis- 
tinct limitation to a free demand for footwear, «s 
they limit its fitness. 


They Don’t Know a Good Shoe When They See It 


The greatest difficulty to overcome is ignorance of 
the essentials of good shoemaking. In many casvs 
both heart and treasure have gone into motoring. 
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Golf redeems the situation to an appreciable extent. 
Jt is a game which fosters interest in footwear, and 
there are other sports still more useful in this way. 

Shoes designed specially for sports, it is true, 
reach but a small percentage of the nation’s buying 
power. But they sow the seeds of interest in good 
footwear which will have a far-reaching effect. 
There is, moreover, a great possibility in the various 
classes of semi-sport footwear. This is an easy 
stepping stone to renewed public interest. 

Here is a chance, however, for much bungling. 
The “motif’’ of the designs must be sound, like that 
of the brogue. A meaningless design of equal parts 
of white and tan only invites reaction to the con- 
ventional. Quite recently exactly this thing has 
happened. The careful designer is logical in his 
creations. For instance, | have before me a sport 
shoe by one of our cleverest manufacturers. It is a 
lowcut of white buck with white sole, a seamless plug 
pattern. The plug, the piping along the top, the 
wing tip and the very low heel foxing which meets it 
are of tan Russia. The effect is pleasing and the 
main point is that it is a shoe which will keep clean 
and not discourage the purchaser from another ven- 
ture away from the conventional. 


Another Pleasing Pattern 


\nother oxford by this maker is cut very high at 
the front. The necessity of clearing the outside 
ankle bone gives a sharp curve to that side of the 
shoe which is not duplicated on the inside. The 
effect is pleasing. It remedies heel slipping. There 
are half a dezen talking points. There are hundreds 
of other good, honest and sensible style ideas which 
are ready for the shoe man who will try to interest 
his customers in the technique of his calling and 
increase their willingness to pay for smart and 
able footwear. 

The present vogue of the wide, square toe with a 
pronounced drop is a happy one. For one thing, it 
gets away from the idea that a toe must be a neces- 
sary instrument of torture. If you do not make a 
shoe as comfortable as possible, how can you expect 
the average man to take joy in new purchases? 
Will he not, rather, cling to the old one while it holds 
together? Comfort in new shoes removes the greatest 
obstacle to an extensive foot wardrobe. 


Quality Versus Smartness 


But in this very line of reasoning, and as concerns 
the drop toe, comes a problem and a difference of 
opinion. The drop toe looks smartest when the 
tread is flat and even downwardly turned at the end. 
But this does not tend to comfort or to good wearing 
qualities. 1f the shoe is intended for no harder service 
than strutting around the campus it may give satis- 
faction. But quality should not be sacrificed to a 
detail of smartness, and the most careful manu- 
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facturers and dealers are averse to doing this. 

The solution, | think, is to take the wearer entirely 
into one’s confidence. Explain the merits and 
demerits of the tread, that it is a promenade, not a 
hiking shoe, and should be kept treed, and the like. 
This is an opportunity for a talk on bottoming. As. 
the bottom is the foundation of the shoe, so it properly 
is the cornerstone of the buyer’s interest, and if 
properly laid can be built upon extensively. Tell 
him of the different kinds of leather and their in- 
imitable qualities. Explain why a light-colored sole 
bottom cannot properly have a heel to match it, 
the relative virtues of zinc, brass and steel slugs, the 
function of wedge lifts and of curved heel breasts, 





A Logical Style 


A Pleasing Effect Obtained by Extending the 
Perforated Eyetet Row Back Aiong the 
Collar. The Dalton Company, Brockton 











the advantage of cupped heel seats, the qualities of 
welting and insoles. 


Have Good Toe Range 


Always the buyer should have a selection in such 
a detail as toes. There should be more than one style 
in good vogue. When high toes, and when pointed 
toes, ran a craze that there was nothing else in the 
shops to choose from, it first exhilarated business. 
and then brought it to disaster. Few people, for 
some time thereafter, dared to purchase a spare pair 
of shoes. ; 

And here is another point: 

The wearer who insists on the same last is usually 
the one who has the largest foot wardrobe. But 
otherwise, great diversity of good, logical styles is an 
insurance against sudden and sweeping changes. 
Make it safe to buy and purchases will be freer. 
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Keen Interest Shown in New Styles for Men 


Price Is a Present Obstacle to an Increase in Pair Business, 


Many -Dealers Assert 


letters received in response to a request for opin- 

ions as to the best way in which to “bring back”’ 
the men’s shoe business. Following are more of the 
same responses received. Generally speaking, all 
agree that new styles will help to a great extent, al- 
though many of them qualify this by insisting that 
men are still awaiting a lower price level. 


[i last week’s issue we reproduced a number of 


**DOLL-UP”’ MEN’S SHOES 
It Will Bring About Extra Sales 


By J. E. BRECHHEISEN 
Walk-Over Boot Shop, Muskogee, Okla. 


We think ‘that a new shade of tan will help to stimulate 
the men’s shoe business. Price is the great obstacle for the 
average young man. 





Spring Heel for 
Men in Sport 
Footwear 





Russia calf trimmings over white buck with a 34-inch 
Spring heel having horse shoe grip and plugs. 
By Regal Shoe Company, Boston 











We are going to buy more style shoes, and think that 
moderately priced, fancy shoes for young men will add to 
sales. We believe that elaborations on shoes for young men 
will start the men’s side going much better. 

Let’s doll up the men’s shoes a little and try it. I believe 
that it will bring about extra sales. 


FIT THE FEET 
Young Men Ready for Fancy Shoes of Light Leather 


BY W. S. STRYKER 
Omaha, Neb. 


The new shade of tan will help. The price will not be so 
much of an obstacle after the men get back to work. 

We are not afraid of selling good shoes—we pay more 
attention to lasts that fit feet. The new “dog” on the shoes, 
especially the ball strap, will fill a needed requirement, but 
will make more sore feet than we have had for some time. 

Our business has increased every year on the safe and 
sane plan of honest-to-goodness shoes, made by factories 
that make shoes to fit feet. 






All fancy shoes are made for the head. History has 
repeated and will again. Young men are ready for fancy 
shoes, but why not put lighter leather on a human and not 
a heavy harness like a horse. In 1904 we sold thousands of 
pairs of light calf in fancy patterns, even had “‘bells” and 
“lanterns” on them at night. 


MEN’S STYLES NEED “PEP” 
Ordering Shoes with Perforations and Brass Eyelets 


By F. F. McELROY 
Port Huron, Mich. 


Men’s styles need “‘pep’’ in order to create buying. A 
new shade of tan will help. Price is an obstacle to some 
extent, as men expect to buy their shoes still cheaper. In 
order to interest men in “buying more shoes,” we are order- 
ing them fancy, with perforations and brass eyelets. 


MAKE MEN’S SHOES BETTER 
No New Shades Wanted at Present 


By W. C. HORTZELL 
Broadwell’s, Covina, Calif. 

At present, we do not feel that we need any new shades, 
as it means one of two things, either higher prices for shoes 
or poorer values at present prices. What we need is not so 
many styles, but better shoes. Considering the financial 
condition of most localities, we do not think that the time 
is ripe for any advance in shoe leather which new shades and 
styles mean. 


MORE ‘‘PEP’’—MORE ‘“SNAP”’ 


By A. H. SIMON 
Simon’s, Chicago, Ill. 


My opinion is that if the same amount of thought, time 
and attention is paid to our men’s department that we 
devote to the ladies, it will help increase our men’s business— 
A little more ‘“‘pep,’’ more “‘snap,’’ more new styles—sonie- 
thing different now and then so that men will almost be 
compelled to throw away their old shoes and buy new ones 
more often. I have noticed in my store every time I get in 
something new, it takes. Price does not seem to make a 
great deal of difference if a man likes that particular style. 
A new rich shade of tan will possibly be good. 


UNWISE TO CHANGE STYLES NOW 
By Fall More ‘‘Pep’’ Might Be Put into Men’s Lines 


By A. E. KAHN 
Kahn Shoe Parlor, Port Arthur, Texas 


I do not think it wise to change styles at this time, as | 
find that we are getting rid of some shoes, thereby reducing 
stock and selling merchandise that we could not sell by 
creating new styles. This also refers to shade. 

In my opinion, price is still an obstacle as the public is 
uncertain about their jobs and in this city there were between 
350 and 400 men laid off in one of the refineries, causing them 
to swing on to their money. 

I am, hoyever, of the opinion that by Fall conditions 
will be more normel and then it would not be detrimental 





















Price Does Not Make Much Difference If Style Is Right 
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to put some “pep”’ into the men’s line. The above opinion, 
of course, relates to local conditions. 


STYLE CHANGE UNWISE 
For Small Merchants Still Lower Prices Needed 


By HARRY F. KEPNER 
Manager Shoe Department, W. A. Kellar Company 
Corydon, Ind. 

We believe for the city merchant the constant changing of 
styles is good, but for the small country merchant like our- 
selves it works a hardship. Country people cannot be in- 
duced to buy lavishly on account of style, nor do they dis- 
card shoes because styles they have are obsolete. 

\gain the constant changing of styles gives a leverage to 
the large stores in the city that they would not have were the 
styles more permanent. It also necessitates a quicker turn- 
over, a harder thing for the small merchant to do as transient 
trade is of little consequence. 

If we are going into a change of styles let us have the 
whole thing. Give us a new shade of tan. 

ls price the great obstacle even today? With eggs 18c a 
dozen today against 38c of one year ago and other farm 
products accordingly, it is hard to sell shoes at $7.50 and $8.00 
that we sold at $10 last year. Prices must seek a still lower 
level to stimulate trade to any great extent. 

What are you doing to interest men in “more shoes’’? 
Am playing the shoe game in a small way just as the 
larger merchants are doing in the city; making style play 
its part as far as it can and endeavoring to make a greater 
turnover of stock. 


A TONIC NEEDED 
Of Fancy Shoes—Present Prices Not Bad 


By H. F. MONTGOMERY 
Blakely Kennedy, Rochester, Minn. 


“We are all keenly interested in more men’s shoes. The 
male sex has fallen into the bad habit of very thoroughly 
wearing his shoes out and this has caused him to disregard 
to a good degree the snap and style he was demanding a few 
seasons ago. He needs a Spring tonic for his shoe appetite 
and I believe that some attractively punched and foxed 
oxfords and shoes will cause him to look upon his old pair 
with less favor. 

“Fancy effects in men’s shoes have never been a great suc- 
cess when it comes to cleaning up to the last pair, but the 
men’s business needs some ‘pep’ and it looks like good 
business and good advertising to the male that his feet need 
more attention than he has been giving them. 

“The volume will come on the nice, plain shoes—don’t 
forget that, but it is the other kind that is going to arouse 
the desire for better looking feet. 

“Present prices are not bad and we don’t find many more 
complaints than we did at pre-war prices.” 


A FEW NEW STYLES 
A Medium Light Shade of Tan Needed 


By JOHN D. PRICE 
Price Shoe Company, Charleston, W. Va. 


“We are interested in increasing the sale of men’s shoes. 
However, we do not believe that men will buy as many pairs 
as women, even though the styles of men’s shoes were in- 
creased. As we see it, men collectively buy shoes with the 
following requisitions in order named: 1. Service; 2. Com- 
fort; 3. Style. While women collectively buy footwear about 
the reverse. 1. Style; 2. Comfort; 3. Service. Nevertheless, 


BOOT AND SHOE RECORDER 45 


we believe that a few new styles in men’s shoes are welcome 
by most retail merchants, because they must satisfy that 
minority of men who are looking for something new, better, 
or at most, something different. We believe that a new 
shade of tan will meet with much favor and we suggest a 
medium light shade. 


Increased Price Detri mental 


“‘As to price, we think that any increase in cost that might 
be necessary to the addition of more new styles in men’s 
shoes would be detrimental, especially at this time, for the 
consumer in general today is not very well informed as to 
the commercial value of footwear, and at present we do not 
think that we should let our style opinions and creative 
imaginations get beyond our easy control; also we should 
not forget that the consumer under the burden of paying our 
national debt, as well as other fixed and set expenses, must 
pay for his shoes with well-earned dollars.”’ 


“LET GEORGE DO IT” 
Medium Shade Tan Not Wanted 


By HARRY G. DODGE 
H.G. Dodge § Co., Waterbury, Conn. 


Volumes could be written as to the why and wherefore 
of men’s shoes not selling as well as women’s. As to the 
remedy, we all feel ‘‘Let George do it.”’ 





Spring Heel for 
Women in Sport 


Footwear 


White buck with light tan trimmings on a Spring 
heel, rubber sole. A specialty for women by the 
Preston B. Keith Company, Brockton 











I have tried faithfully a lighter shade of tan. They brighten 
up your window, but the darker shade sells, with my trade, 
at least. I do think that there is a place for a medium shade 
which might appeal to the dressy man and still not be too 
extreme. 

In a town where industria] depression and unemployment 
still exist, the great majority do not take poor shoes, but, 
largely due to the newspapers, the bane of honest retail mer- — 
chants, they expect the best goods at half price. 


Price Stabilization Campaign 


The remedy for this is to see that our prices are down to a 
fair level and impress upon customers and advertising read- 
ers that prices are stabilized, for six months at least. 

Sales are legitimate twice a year, but sales every month 
cause the average man to fight shy of a falling market. One 
other suggestion is that the use of low cuts be pushed and 
possibly at some date to be decided upon, we have Low Shoe 
Week as the hatter has a September 15 Day. 
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GETTING THE MOST OUT OF RETAILING 
(Continued from page 41) 
A stock record without inventory will give no 
check against the theft of goods from stock. 


Wasting Material 


Don’t waste material. It is the same as throwing 
Don’t waste samples. 


money away. 
Small leaks have caused 


Save string and paper. 
the failure of many stores. 

It is the hundreds of little economies made without 
hurting the store service that has made many stores 
grow and prosper. 

“Waste can’t win.” ’ 


The Cost of Doing Business 


Do not overlook these items when you figure your 
costs of doing business. 

Rent, taxes, interest, repairs, salaries, breakage, 
furniture, advertising, telephone, bad accounts, de- 
livery costs, ice, bags, paper, heat, light, gifts and 
donations, shrinkage, painting, insurance, collection 
costs, depreciation on building, fixtures and mer- 
chandise. Beware of the little leaks. 


Guessing 


Up-to-date business insists upon knowing the real 
conditions. 

Many merchants guess how much money should be 
in the cash drawer at night. They have no system 
that forces a correct record of sales when they are 
made, and that adds the money as it is taken in. 

They guess at delivery costs. 

They guess as to which is their best clerk. 

They guess at the condition of their credit business. 

They guess at value of stock. 

They guess at a proper selling price. This habit of 
guessing is the main cause for thousands of retail 
failures. 

Credit Balance 

The merchant who guesses may make money under 
favorable conditions, but when hard times come he 
is the first man forced to the wall. 

The merchants who survive insist on knowing fre- 
quently the real conditions of their business. 

Group items as follows on the merchant’s balance 
sheet: 

Assets: Cash, merchandise (inventory), accounts 
receivable, notes receivable and fixtures and equip- 
ment. 

Liabilities: accounts payable, notes payable, and 
the proprietor’s account, (what the business owes 
him net on investment and profits). 


Interior Displays 
Do not crowd your shelves or floor space. Display 
all the goods you can. 
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Let your goods offer themselves. Let the “‘Silen: 
Salesmen” sell for you. Up-to-date fixtures increase 
sales. Proper arrangement wins trade. 


Window Display 

Show one kind of goods, or goods that are use 
together. 

Arrange displays to fit the season. 

As a rule, it is well to show prices. 

Lighting is very important. Have light shine o1 
goods, and not in the eyes of the passerby. 

Make your displays symmetrical. Have a central 
point to which the eye will naturally be drawn. Pui 
at that point the fact or article you wish to get over. 

“The reward of a thing well done is to have done 
_” 

Interior Displays 

An up-to-date merchant arranges his goods so the 
help to sell themselves. Goods that will tempt the 
customer are placed near the front of the store. 

Staples and bargain articles are placed toward the 
rear. Without crowding shelves or floor space, dis- 
play as much merchandise as you can. 


Newspaper Advertising 


Make your advertising your “store news.”” Every 
up-to-date store has “news”’ for the public. 

Don’t try to copy after others. Put your per- 
sonality into your ads. 

Use simple words and short sentences. Use plain 
type. Avoid fancy designs. 

Don’t spend a few dollars on advertising and then 
say, “Advertising doesn’t pay.” Advertising does 
pay. Successful merchants everywhere say so. Thi 
right kind of newspaper advertising pays best of all. 

Advertising is the artillery of business-long-range 
selling. Never misrepresent your goods. 


Schools for Clerks 


The school idea has been applied with success to 
stores as well as factories. It will pay you to start a 
school for your employes. It will create a better 
understanding. It will make better salesmen: 

Go to work while young. Go to school all your 
life. Give every employe the best possible chance to 
make the most of himself. “Some people are always 
at school, always storing up precious bits of 
knowledge.” 

Boosters 


Every merchant owes it to his business and to his 
city to be a booster and community builder. Keep 
up a lively interest in the movements for a better 
business and home city. Stand for the best in schools, 
streets, and all civic advancement. 

A city ought to have a fund to pay transportation 
out of town for every merchant who stands in the 
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How a French Merchant Developed an Interest in His Store 








road of progress, or who growls about his town being 
a poor one. 
Knockers 

The day of cut-throat competition in business is 
past. Co-operation is the spirit of today. The 
failure of your brother merchant across the street is an 
injury to you. 

It is a distinct advantage to a town, and to every 
merchant in it, to have it known to the world that all 
its stores are up-to-date and progressive. Practice 
the Golden Rule. 





Merchants to Meet in Chicago 


July 5,6 and 7 Are Dates Fixed for Illinois Asso- 
ciation Convention 


Chicago, April 5—The dates set for the coming 
convention of the Illinois Shoe Retailers’ Association 
are July 5, 6 and 7. Chicago is the convention city. 
The Chicago Shoe Travelers’ style show will be held 
in conjunction with the convention. Both shows will 
be held under one roof. This procedure will eliminate 
the inconvenience experienced when the two shows 
are held in separate hotels. 

Better business education will be the general aim of 
this convention and style show. There will be few set 
speeches and what of these there are will be by experts 
on the subjects discussed. An open forum will occupy 
most of the talking time. The number of lines of 
shoes shown by the traveling men will be larger than 


usual and they will be a style education within them- - 


selves. 


While business will occupy the entire space within 
the “big top” there will be several side shows con- 
ducted along strictly entertainment lines. 





W. S. Lefavour Made United Last 
Company Sales Manager 


Boston—Walter S. Lefavour, who has been mana- 
ger of the last manufacturing plant of John Pell & Son, 
Branch United Last Company, at Newark, New Jer- 
sey, for the last eleven years has moved to Boston to 
become connected with the Boston headquarters of 
the United Last Company, as manager of the sales 
and service department with his office at present at 
207 Essex Street. 

Mr. Lefavour is well known in the shoe manu- 
facturing and last trade in Boston and New England 
as he was connected with leading last companies 
here for a number of years. His proficiency as 
a last expert is recognized in the shoe trade, among 
which he has a large number of friends who will wish 


him success. 





New President Elected 


Richmond, Va., April 4—At a meeting of the di- 
rectors of the W. H. Miles Shoe Company, held on 
April 1, Carter B. Snow was elected president to 
succeed W. H. Miles, whose death occurred March 1. 
Mr. Snow has been first vice-president of this com- 
pany since its organization in 1904. 
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Sports and Their Special Footwear 


There Is a Tax on ACTUAL Sports Footwear 


that there is an excise tax on sporting goods. 

The law governing the imposition of this tax 
is found under Section 900 of the Revenue Act of 
1918, Article 18. It reads as follows: 

Art. 18. Sporting goods—The tax is 10 per cent of 
the price for which the articles enumerated are sold by 
the manufacturer. The words “similar articles com- 
monly or commercially known as sporting goods,” 
include all articles which bear a like or similar rela- 
tion to any game or sport which the articles enumerat- 
ed bear to the game or sport in which they are em- 
ployed; thus, articles which are used as implements of 
a game or sport (such as bowling alley tenpins), pro- 
tectors of any type (such as shinguards), receptacles 
for carrying implements of a game or sport (such as 
bat bags), goals, etc., are taxable. 

If, however, such articles are com- 
monly sold for other purposes than to 
be used in a game or sport, they are 
not taxable; thus, baseball shoes are 
taxable, but ordinary rubber soled 
canvas or rubber shoes, although used 
for playing tennis, are not taxable. 


| ‘ie merchants and manufacturers are aware 


Articles of clothing specially adapted for use in 
the playing of a game or sport are taxable, unless 
they are commonly sold for general use. Thus, 
baseball, football, and basketball trousers and shoes 
are taxable, but jerseys and sweaters are not taxable 
unless specially made or decorated in such manner 
as to identify them as a part of a uniform. Gym- . 
nasium and playground apparatus are not taxable. 
The act taxes games and parts of games. 
The act exempts children’s toys and games, but card 
games to be played by adults, as well as children, 
other than ordinary playing cards, are subject to the 
tax. 





President Orr Calls Meeting 
To Select 1922 Convention City 


Cincinnati, Ohio—James P. Orr, president of the 
National Shoe Retailers’ Association, has called a 
meeting of the board of directors, to be held at the 
Congress Hotel, Chicago, April 18. The chief purpose 
of the meeting is to select a city for the next conven- 
tion and to formulate such convention plans as can be 
made at this time. 
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The great and outstanding possibility of the season is in sport 
footwear to the millions who have become participants in sports 
and the greater multitude who socially attend. 
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. By Thomson-Crooker Shoe Co., Boston 


Black and white canvas oxford. By Williams, Clark & Co 
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A GREAT YEAR FOR AQUATICS 
The call of the sea never was greater—seaboard footwear on craft and shore is 
invariably in great mid-season demand. 


Left: White buck with dark tan trimmings. Donn D. Sargent Shoe Co., Salem, 
Mass. Right: Black patent, over white buck. Geo. E. Keith Co., Brockton. 
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BLACK AND TAN OVER WHITE 
Sport footwear in general utility means usually black or tan over white, for these 
colors, blend best with Summer costumes. 


Left: Black gun metal calf over white fabric. Thomas G. Plant Company, Boston. 
Right: Light shade of tan_over white buck. Watson Shoe Co., Lynn, Mass. 
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Scotch grain for men, 
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social sports calendar. 
d. Stetson Shoe Co., Inc., 


Dark tan and white buck, with open throat. 
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SPORT SEASON WILL CONTINUE INTO FALL 
Some merchants can figure in advance their volume of sales by events on the 
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GREATER DIVERSITY POSSIBLE IN SPORT FOOTWEAR 
With thousands of pattern possibilities and just as many variations in materials 
and their placement, we see in sport footwear the great ideal of industry-diversity. 


Left: A novelty shade of tan, with buck forepart. R.H. Hoskins & Co., Long 
Island City, N. Y. Right: All buck shoe selected from a New York custom shop. 
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MEN ARE SHOWING MORE :‘SPORT INTEREST 


Footwear in combinations, tan and white, usually for men who want that extra 
smartness whether participating in or observing sports. 
Left: Light tan over buck. on white sole and heel foundation. Norman & 
Bennett, Inc., Boston. Right: White buck with Russia trimmings, perforated 
lace stay. A. J. Bates Co., Webster, Mass. 
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HOSIERY TO COMPLETE YOUR “FOOTWEAR SERVICE” : H che 

White will exceed all else in the costumes of midsummer. Some see sales ahead F Hl in) 
in complete footwear service—hosiery and shoes. Do you? It is even expected H Hl 

that sport footwear will be worn in city offices and hotels, to dansants and parties H H| 7 

—sport footwear being made universal. i : gen 
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“Check Float” of American Business J ust Half 
What It Used to Be 


Two Hundred Millions of Dollars, Once Idle, Are Kept at Work by Federal Reserve 
Plan—Story of Its Check Collection System Reveals One of Most 
Important of Its Many Services to Business 


By SHEPARD MORGAN 
Assistant Federal Reserve Ageni, Federal Reserve Bank of New York 


credit resources of the country into a great 

central system of reservoirs, how they manage 
that credit for the benefit of the country’s business, 
how they issue currency and retire it again—has 
been described in recent issues of the “Recorder.” 
There is another principal work which the Federal 
Reserve Banks do, in which all business men, espe- 
cially merchants, are vitally interested. This has to 
do with the collection of checks. 

Checks are woven into the fabric of the American 
system of banking, and this was so before 1914, 
when the Federal Reserve Banks were established. 
In no other country except England and the British 
possessions do checks play anywhere nearly so im- 
portant a part in business transactions as they do 
here. Most merchants, both wholesale and retail, 
receive and make payments by check covering a 
large, sometimes a very large, proportion of their 
business. Whether checks are handled quickly or 
slowly—whether they move in a direct course from 
the merchants who receive them, back to the banks 
upon which they were drawn—whether they are 
worth their face value or only a part of it, are matters 
of great importance to merchants and the business 
community as a whole. 


| OW the Federal Reserve Banks gather the 


System Brought Great Change 


Few persons outside of the banks are aware of the 
steps taken to collect checks, and so, except in a very 
general way, do not know the part the Federal Re- 
serve System takes in the country’s check collections. 
Before the Federal Reserve System was established 
checks were collected quite differently from the way 
in which they are collected now. 

Take, for instance, the case of Clark, who has a 
general store at Mill River in the northern part of 
New York State. He buys cowhide boots from the 
Star Company in Exville, Mo. In 1910, when he 
received his shipment for the season, he drew a 
check for $100 on the Mill River National Bank 
and put it in the mail addressed to the Star Company 
at Exville. The Star Company deposited the check 


in the -Exville Bank. The check then started on a 
trip which was probably much like this: From Exville | 
it went to the Exville Bank’s correspondent in 
St. Louis, the First Trust Company. The First Trust 
Company sent it on to its correspondent in Chicago, 
the Second Trust Company, and the Second Trust 
Company sent it to the Third Trust Company in 
Boston, with which it had a general arrangement 
providing for the collection of checks drawn on banks 
in the Eastern States. 


Sent on Another Journey 


The Third Trust Company of Boston then sent 
the check back to Albany, N. Y., where the Fourth 
Trust Company handled it, sending it on to the 
Fifth Trust Company at Ogdensburg, in Northern 
New York. The Fifth Trust Company of Ogdens- 
burg, though near the village of Mill River, had no 
account with the Mill River National Bank, so it 
sent the check to the Sixth Trust Company of Ogdens- 
burg, which at last sent it back to the Mill River 
National Bank, where it was duly charged against 
the account of Clark, the storekeeper. 

In this way, after many days, the check returned 
to Mill River. But that was not all. The Mill River 
National Bank had to make good the amount of the 
check to the Sixth Trust Company of Ogdensburg, 
and the Sixth Trust Company to the Fifth Trust 
Company, and so all the way back to Exville. Of 
course, there were arrangements between the banks 
by which such payments were made, and by which 
many payments going in opposite directions offset 
each other to some extent. But the process was 
cumbersome and slow, and involved corresponding 


loss. 
The “‘Exchange Charge”’ 


The Mill River National Bank recognized the cost 
of doing business that way, and made a charge for 
paying its own check, called an “‘exchange’’ charge. 
That meant that it paid its own check for less than 
its face value. In those days such a charge was 
justified, because in theory at least the Mill River 
Bank had to ship currency to Ogdensburg to make 








58 


good the amount of Clark’s check, and the ‘ex- 
change” charge covered the cost of shipment and 
the risk. 

In 1921 Clark is still doing business at Mill River, 
and he still buys cowhide boots from the Star Com- 
pany in Missouri, paying for them by check on the 
Mill River National Bank. But the process of 
collecting that check is cut short by using the facili- 
ties of the Federal Reserve System. 


Quicker Action All the Way 


The Star Company, as before, deposits Clark’s 
check in the Exville Bank. But instead of sending 
it to another bank in St. Louis, the Exville Bank, 
which is a member of the Federal Reserve System, 
sends it to the Federal Reserve Bank of St. Louis. 
From the Federal Reserve Bank of St. Louis it is 
sent to the Federal Reserve Bank of New York, 
which charges it to the amount on its books of the 
Mill River National Bank, making payment by 
wire for Clark’s check and some thousands of others 
which had been sent through to New York by the 
Federal Reserve Bank of St. Louis. 

It is easy to see the great saving of time which 
this simple and direct method of collecting checks 
has brought about. Each Federal Reserve Bank 
collects checks according to a definite time schedule, 
and credit for them is given to depositing banks 
within the time fixed in the schedule. So, when the 
Exville Bank in Missouri sent Clark’s check to the 
Federal Reserve Bank of St. Louis it knew exactly 
when the funds would be available—that is, when it 
could regard the $100 represented in Clark’s check 
as cash which could be used. 


Lost Time Cut in Half 


Taken as a whole, the time of collecting checks 
throughout the United States has been reduced about 
one-half. In other words, if the old method of 
collecting checks was still in effect, the amount of 
“float’’—which is a banker’s term meaning the 
volume of checks in process of collection—would be 
twice as great as it is now. And inasmuch as about 
$200,000,000 of checks are continually in process of 
collection in the Federal Reserve Banks, it is safe 
to say that $400,000,000 of checks would be in 
process of collection now if the old methods were still 
being followed. This relative reduction of $200,- 
000,000 in the amount of checks afloat means a 
sounder financial and banking structure, a great 
saving in labor, and a great saving in interest. 

This saving in interest is an important matter to 
individual business men and to bankers, and in 
total amounts to a very large sum. It is true today 
as always that time and distance cannot be eliminated 
in collecting checks—but the time element has been 
“ much reduced. The practical application of this 
saving of time will be seen in the following examples: 
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If the Exville Bank gave the Star Company full and 


immediate credit for the $100—that is, permitted the 


Star Company to draw out the $100 right away— 
then the Exville Bank lost four‘days’ interest instead. 


say, of eight, a loss made up to it from the value of 


the Star. Company account. If, on the other hand. 
the Exville Bank took Clark’s check from the Sta: 
Company “‘subject to collection’’—that is, if the $10: 
represented in it would be available to the Star 
Company only after the process of collection wa- 
finished—then the Star Company would have the us» 
of the $100 in four days’ time instead of eight. Or. 
if the Exville Bank permitted the Star Company i» 
use the $100 right away, provided the Star Compan, 
paid interest on the amount until the bank collecte:|! 
the check, then the Star Company would have iv 
pay a charge approximating four days’ interes! 
instead of eight. 


An Important Distinction 


A charge of this last sort is sometimes erroneous!\ 
called an “‘exchange”’ charge. It is really an interes: 
or collection charge. It simply recognizes the fac! 
that a bank when it gives immediate credit for a 
check on a bank in another town is really making a 
loan on the check until it is collected. Such a charge 
is quite different from an “‘exchange”’ charge, mean- 
ing a charge made by certain banks for paying their 


own checks. The confusion of these two kinds of 


charges has led to a good deal of misunderstanding. 
The Federal Reserve System has not only reduced 
the time of making collections and consequently the 
amount of collection charges, but it has made 
so-called “exchange” charges entirely unneces- 
sary. 

It was an “exchange’’ charge that the Mill River 
National Bank made when Clark’s check came back 
to it in 1910—that is, it made a charge for paying its 
own check. Under the Federal Reserve Act no such 
charge can be made when a Federal Reserve Bank 
presents a check for collection, and in the last few 
years “exchange’’ charges of this sort have been 
practically eliminated throughout the country, except 
in certain of the Southern States. 

The main reason why “exchange” charges are no 
longer justifiable is that the Federal Reserve Banks 
pay the cost of shipping currency, or, as in most 
instances, make shipment unnecessary. This has 
resulted in a great benefit to merchants and business 
men who often were obliged to pay “exchange” 
charges on checks which came to them in the course 
of trade. 

With checks on over 90 per cent of all 
banks in the country now payable at full value, busi- 
ness men have secured a definite daily benefit from 
the operation of the Federal Reserve System, quite 
in addition to its services as the country’s reservoir 
of credit. 
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Stock Ne. 302 
White cloth vamp and fox— 
beauty brown kid quarter—imi- 
tation strip tip—welt— 14-8 


Stock No. 303 


White cloth Saratoga strap— 
beauty brown kid trimmed— 


tock No. 302-X on 
rwoe i? } wl 3 woe White anh a = and fox—beauty brown kid ee ee nner, eS he el. 
"Price $5.75 net quarter—Laurel strap—imitation strip tip— Widths A, B,C and D. Sizes 


welt—14-8 leather junior Louis heel. Widths 3%08 
A, B,Cand D. Sizes 3% to 8. Price $5.50 net 


Price $57. > 
Stock No. 300 


PORT SHOLS #422 
for immediate delivery ~"" 


Every indication points to active buying of 
summer footwear for sports occasions. This 
business will come to merchants who are ready. 
You can get your share and more by featuring 
the handsome styles illustrated. Your order 
will be filled promptly. 
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C.H.ALDEN CO | 














Us. 


ONCENTRATION of our efforts has enabled us | 
to offer that which the times and the _ trade | 


require. 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 


° °o ° ° ° | 
| 
other way. | 


° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 

















This illustration represents one of the styles that can 
be delivered promptly, made in Gallun’s Russia Calf. 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Orchid Pattern —Birdie Turn 


Upham Bros. Shoe. Company, Stoughton, Mass. 
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TWO PAIR FOR TRIPLE WEAR 











Two pair of shoes, bought together and worn alternately, 
will outwear three pair bought separately and worn con- 
tinuously. 


Bring out this point in selling any shoe. 
Be sure to use it in selling OGDENS, “The Shoe with 


1000 miles’ service.” 


It’s easy to show your customers where 3000 miles from 
two pair is better than the same mileage from three pair— 
and that they actually save money. 


Make’ double profit on every sale without increasing 
selling costs and make satisfied customers who will always 
return. 

Don’t make the common error of stepping over a dollar 
to pick up a penny. Break away from the “one pair at a 
time”’ idea. 

Give your customers intelligent service. Your reward 
will be a constantly increasing number of regular customers. 





OGDEN SHOE COMPANY - MILWAUKEE 








Adv. No. 25 


April 9, 1921 
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‘‘__and before the crowd left the store 
we sold seven pairs—’’ 


| We got a letter the other day from a dealer 
© in the middle west (we'll send you his name if 
» you want to know who he is), telling us that 
not long ago, while a number of people were 
in his store, a postman entered and demanded 
a pair of Goodrich Rubbers. He said,“Nothing 
else will do either, for the last pair I got wore 
me straight through for five months’ continu- 
ous and mighty hard wear.” 


And that dealer sold seven pairs of the same 
kind of rubbers before the crowd left the store. 
It’s the same story of Goodrich Quality—that 
sells and keeps them sold—always building 
bigger business for the dealer. How is YOUR 
stock — any numbers low? Prompt service — 
goods ready at all branches listed below. 


THE B. F.GOODRICH RUBBER COMPANY 
New York - Chicago - Akron - Kansas City - Seattle 
Denver - Minneapolis - Boston 


Goodrich 


Rubber 
hootwear 
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BUYERS’ ATTENTION st ions | | BUYERS’ ATTENTION 


THE BY-WORD OF THE TRADE 











The season is drawing to a point where manufacturers must of necessity look to you for your de- 
tailed orders if you wish to have your merchandise delivered on time. 


So as to induce buying at this time we have put SPECIAL PRICES on our slippers, which we 
know will interest you. We have figured low—in fact, lower than others making GOOD slippers. 
We guarantee to deliver just what you buy and make no substitutes. 


Our supply of felt at new quotations is limited. Therefore, it will behoove you to write us at 
once. We shall be glad to submit samples of anything you may be interested in. 


We feel now that within a very short time you will pay more for felt slippers. 
DON’T WAIT—WRITE US TODAY—DON’T HESITATE. 


REPUBLIC FELT SHOE CORP. 


Makers of ‘‘COMPANIONS”’ 
899 KENT AVENUE (Known Wherever GOOD Slippers Are Sold) BROOKLYN, N. Y. 


HURRY! 


You Cant Get in for2Year 
If You Miss This Issue 


To fail to have an ad in the new City 
Directory—your C ty Catalog—is 
to miss being represented as one of 
the city’s industries. | You can’t 
afford that. Hundreds will look 
there for something in your line. 


Have Your Ad in the 
New City Directory 


By all means use the natural 
channel to the great buying public 
—the “book where everybody 
looks.” 


SAMPSON & MURDOCK CO. 


246 Summer St. -  - ~- Boston 9 
Phones Main 1837 - 1838 - 1839 
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and the new 
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leaders in the line of’ 
The Schmidt Calf Leathers 


meet the vogue 
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Shoes made of 
The Schmidt Calf leathers 
are comfortable 
hocause the leather 
petmits proper 
ventilation 
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Fanners of the Schmidt Bette oat eres 


DETROIT, MICH... 
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a Dozen! 





‘‘Le Temps” 


White Nubuck 
Tan Calf Trim 


To retail at $8 
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\ \ }HY have attractive sport shoes for men leaped so quickly to the 
front as profit-producers for dealers this Spring and Summer? 


Because they embody in a high degree the principle of STUNNING 
STYLE which is shown to be the leading influence in ae sale of 
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men’s footwear today ! i 

4 
We have a dozen or more handsome patterns. Delivery in four weeks, f 3 
ug =f you’ll order now. Typically Bates’ highest value at moderate price. {i 
ad We'll send you samples or faithful photographs, if you ask us. a 
ai aH 
: as 
*, sf 4 
A. J. BATES COMPANY nf 
WEBSTER, MASSACHUSETTS ye 


2st Se fate ES x 


SHOE 








It’s the Turnover 
That Makes You Money— 





We are featuring all the latest 


novelties for young men in our 
IN-STOCK department, enabling 
you to have the newest styles 
Now—when you need them. 


Refer to our Catalog and order 
by mail, ’phone, or wire. 

















Fe 54 8 Be OD FO) ee OR. 8 5740 


671 N. SANGAMON ST,, CHICAGO 148 DUANE ST. NEW YORK 
ANAL 2C ” 


TELEPHONE MONROE 42550 TELEPWHON 
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POPULAR DESIGNS 
ELITE BUCKLES FOR FOOTWEAR 


SEASON OF 1921 
Unsurpassed for Variety of Attractive Finishes 














137114 








| 
BRANCH 
SALES OFFICES | 
NEW YORK | 
127 DUANE ST. 
OUR PRODUCTS CAN BE PURCHASED FROM ALL LEADING JOBBERS CHICAGO | 
NORTH & JUDD MFG. CO —ceene | 
’ “ g ST. LOUIS | 
NEW BRITAIN, CONNECTICUT a | | | 
ee wit | 
en png ey oy bh tp yy SAN FRANCISCO | 
POSTAL TEL. BLDG. 
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Made i in utnitie rei gnoksp with 


~ m2 triminify in Fopin 
an b s trop tf. NS a bac 
at orvieg ack ol e nck 
i styl e ses! s to the 
woman of taste w. reciates 
the attractive contra shown 
in this num an be ma 
on order withi in 30 days. 






























| MOORE” MHAFER 
°WHOE °*MFG °CO° 
BROCKPORT. N.Y. UA. 


NEW YORK OFFICE: 545-547-549 MARBRIDGE BLOG., BWAY AT 34UST. 
JACK E. JESTER, MGR. 
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Style No. 9496 
Paris Kid Oxford on No. 179 Last, 
Medium Toe, Kid Tip, Flexible Welt, 
1%-inch Heel. 
_ Price $6.50 
AA to D IN STOCK NOW 


a 
: A Fine Black Kid Oxford 




















of Smart Conservative Style 


IN STOCK 
J. J. GROVER’S SONS COMPANY 


LYNN, MASSACHUSETTS 


BOSTON: 80 Boylston Street NEW YORK: 47 West 34th Street 
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Your Finding Case, Does It Contain 
“*Hubtip” “No Metal Tip”’ 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS & REPEAT ORDERS 


‘“‘Hubtips’’ are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 

27 im..............$2.20 Per Gro. Strings 
rrr lf. - 
OS Oe ere = ae 
PP Mi ssctcavess cas Oe ec. sa 
BD Os cctitivegs ses EE? ME 3 
BP BB as edcee ces 40 Oe eas 2 
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SPECIAL ASSORTMENTS SUPPLIED——PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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The 80D Man says: 


The Canvas Selling Season is Now 


Less Than Seven Weeks Away 
Order AT ONCE If You Want Stock 


D°? you realize that because retailers and jobbers have 
not placed their orders early this season, there has 
been manufactured only approximately one-half the 
amount of canvas rubber-soled footwear usually made 


in an ordinary year? 


The consumer demand for canvas footwear has already 

made itself felt in the Southern States. In the States 

farther North there will be a strong demand beginning 

; shortly before Memorial Day—less than seven weeks 
Motorists know this figure as the 


HOOD man. Footwear buyers are away. 


now being taught by Hood Adver- . o. -* . : A 
tising that the Hood Man stands This is just a word of warning. Consumers are going 
for the highest quality in rubber to demand their customary rubber-soled canvas foot- 


d yas foot ; . ‘ 
Atha wear when the season starts. The time to place orders is 


RIGHT NOW. Another two or three weeks will be ,too 


late. 


Two New Profit-Making Numbers 


In Stock For Immediate Shipment 

















Diamond One-Strap Two-Strap 


Vassar Pump Classic Pump < 








CONSTRUCTION: White Sea Island canvas up- CONSTRUCTION: White Sea Island Canvas up- 


per. Diamond shaped buttoned-on strap. Twill per. Straight, buttoned-on two straps. Twill lin- 
lining. White Kendex sock lining. Fiber insole ing. White Kendex sock lining. Fiber insole and 
and counter. Combination steel and fiber shank counter. Combination steel and fiber shank. Can- 
and canvas covered 10-8 military heel. Smooth, vas-covered 16-8 Louis heel. Smooth white rubber 


white rubber sole and top lift. sole and top lift. 


Net Price to Retailer $2 85 Net Price to Retailer $2.85 


Wholesale Distributers and Factory Branch Depots in Principal Cities 


If you don’t know the HOOD distributer’s name, write us for his name and address 


HOOD RUBBER PRODUCTS CO., Inc. 


98 Nichols Avenue Watertown, Mass., U.S.A. 
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TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and 
Sorted to Standards by Ex- 
rts. Enlarged Capacity and 
ariety of Grades enable us 
to supply all demands. 
Large Capacity—Prompt Service 
MANUFACTURING PLANT: DISTRIBUTION OFFICES: 


90 Wareham Street 321 Summer Street 
BOSTON, MASS. BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


——— 
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-so= LEATHER PUMP STRAPS==, IN STOCK 
After April 15th 
! P 
j ' This shoe in patent leather. 
gun — tan calf and white 
nubuck. 
: ke | Serre eso $1.30 
| Sizes 5-8 vilereu * 
JOBBERS AND SHOE FINDERS | Bas a — Jeu : 1 
“e P ° ° t t t ini 
send tein cifcio toeding cake” counter. Reliable firon sole. "Other 
PROMPT DELIVERIES ASSURED ’ : 
C. R. WHITTREDGE & CO. Y JAQUES & CLEMENT 
245 Burrill Street Swampscott, Mass. Boston Office, 215 Essex St. Haverhill, Mass. 




























FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. : 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


HARNEY, TRACY, CREHAN CO. D’AVESNE TRANSLATION BUREAU 


FACTORY ° 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 755 Boylston Street Boston, Mass. 




































WHAT IS YOUR ADVERTISING 
DOLLAR BUYING? 


High prices of materials and increased overhead have made 
necessary a stricter economy along mercantile li 
Advertising should be considered as well as the commodities 





SOLE LEATHER 







AND in which merchants deal. 
B i those publications whose circulation is ac- 
BELTING BUTTS cay cad yo a ly ps say gra 
? ite 
TANNAGES tity of ut ik nga t your money is buying a definite quan- 


St. Marys Mt. Jewett Burke Muskegon tule Naan dean aad ake en 
. is an economical investment. 


832 Summer St., Boston, Mass. 
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Sell Your Customers What ical Want 











SE: ” Style K with orated fe > iene leather, 
— gun metal, oat gt or ——— kid wn > mahegens 
Style G in patent Sy gun metal, ht calf, etc. dozen pair. This style w 
mat kid, brown kid, and mahogany gy ole. - R A PS also be Se ..W Feith a plain unperforated a 
$8.00 per dozen pair. . I at $5.00 per dozen pair. 








| | Dress up your old pumps with Gilco Straps. Converting old stock into salable and 
| up-to-date merchandise has heretofore been a problem, but with Gilco Straps it becomes 
- | simple and PROFITABLE. Just sew a button on each side of the pump and the job 


is done. By doing this you have increased the value of the pump, moved some old 
r, | stock, made some money for yourself, and SATISFIED YOUR CUSTOMER. Your 
trade will appreciate your thoughtfulness in suggesting a pair of straps to any who- 
may be wearing a stripped pump. 


E. T. Gilbert CO BBs 
Manufacturing Co. 





Style O in patone 2 leather, gun metal, it or 
Style H in patent leather, gun metal, bri " or mat kid, brown kid, and 0 _m y a. 
mat kid, brown kid, and mahogany calf, etc. Rochester, N. Y. $5.00 per dozen sty 


$6.00 per dozen pair. furnished with Se em dozen 


pair, and in plain black satin at $6.50 per 





ere 














Stitchdown Sandals & Oxfords 


McKay Boots & Pumps 
ALL FULL VAMPS 








CATALOG ON REQUEST LOWEST POSSIBLE PRICES 





Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND, U.S. A. 
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PUT SOME PEP INTO 
YOUR MEN'S SHOE 
DEPARTMENT— 


THE “JUST WRIGHT” 

































SHOE IS YOUR : 
SAMPLE NO. 0-43 

RECEIP T Cherry Red Whole Quarter Bal, Aristocrat Last, 
Shield Tip, Medallion, Overlap, One Piece Eye- 
let Foxing and Vamp Saddle, Punched Quarter. 

m 
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bu 
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SAMPLE NO. 0-40 Tl 

Cherry Red Custom Oxford, Punched Overlap be 

Eyelet Facing and Vamp Saddle, Aristocrat se 

Last. ex 

gr 

ca 

sti 

be 

fa 

. , . h 

An increase in your men’s shoe sales of 25 per cent to 50 per » 

cent can reasonably be expected by showing the latest nov- . 

elties for men that we have just brought out. In some cities - 

where they have been offered the trade, sales have jumped ~ 

ea 

immediately. See them! That will be enough to satisfy pri 

you that a factory concentrating on the manufacture of r 

men’s shoes only is in the best position to serve you. 

of 

bu: 

fin’ 
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E. T. WRIGHT & CO ; 

INC 

- - °9 e she 






ROCKLAND, MASS. 
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Supplies and Prices 
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Better Tone to Market =. gaa laaangaate 


Side Leather 






Shoe Manufacturers Continue to Purchase Light Upper * ; 
Leathers—Buying Is Close to Needs—No pan "ai "an" tome the le 


manufacturers of men’s medium and 








Change m Price Situation staple shoes have placed larger orders 
for leather. Chrome tanned colored 
The market shows some improve- colors, women’s weights, 35c, 45c and sides of good quality bring from 25c 






ment over a week ago. Purchasing 50c per foot. Good mahogany calf is to 35c per foot. Snuffed colored leather 
continues on light upper leathers and available at 45c to 50c for the top is quoted from 18c to 25c. Choice 
if anything, the tone is better because 
of a more cheerful aspect to the shoe 
market. Shoe manufacturers continue 
to buy leather in the most economical 
way or at least as close to their needs 
as possible. The aggregate amount of 
business for the past ten days has 
been quite satisfactory in upper leather. 
The price question is not an obstacle, 
but it is realized that prices have Upper Leathers (Price per foot) 


settled down to as low as can be ; 
expected. The light shades of tan and April 6, 1920 April 6, 1921 


















Comparative Leather Prices 


While there is no standard of leather quotations today, in view of the wide 
range and absence of active trading, we give herewith a list of prices of reported sales 
as compared with ruling quotations of a year ago: 


















gray are most wanted in calf, kid and Calfskin (suede) CRBC RO 40:6 602 6:66-6 00106066 60 Od OS $i. 25 @$1. 35 $0. 60@$0. 75 
cabretta. The call has not been very Calfskin (colors) Trrrerry rere Tf te ey eee ee 1.20@ 1.30 .45@ .50 
strong on blacks. a ESE TE OOS Cn Cr ed Co eee eter 1.00@ 1.20 -40@ .45 
While the ecole feather market has not Glazed kid (colors, best quality)................. 1.25@ 1.40 -75@ 1.00 
been especially active, shoe manu- Glazed kid (medium, black and colors)............ —@ 1.00 .40@ .60 
facturers working on women’s footwear Glazed ee CO OP ME) ooo 5 oc cc cccase -18@ .55 —@ .40 
have been fair purchasers. Sole cutters. Side ERS © ae er ee -55@ .85 .25@ .35 
are doing a larger business and have Side EO OTOL A ae —@ .30 
been obliged to go into the market for Side leather (elk) ed rae PN ic, os ae cal ad a k oceans ade 56. .75 —@ .30 
supplies. They are baying many i nS os asm dig oie Taaidudno ase eiee 41k .70@ 1.00 -40@ .45 
thousand union backs each week. The No. 1 buck..... CESTEPRRAE SS ote eheN ges + neh amas . 85@ 1.05 . 50@ . 60 
er re .90@ 1.00 .40@ .45 






orders coming in to shoe manufacturers 
also indicate larger purchasing of sole 
leather in the near future. Sole leather 





Sole Leather (Price per pound) 








prices have shown virtually no change i. og ia dibs d-arkids vain bin se weld $0. 56@$0. 57 $0.383@ — 
in the past few weeks. I BD CII oie. ove isc cesccasewes .54@ .55 34@ — 
eR grrr, Pe ER ES Te .84@ .85 .53@ .58 

Calf Leathers Oak No. 1, bends poaa NS 5 SS S36 steal .75@ 1.00 .60@ .70 

ee ) ORCC 1.00@ 1.20 .85@ .95 






On the medium and lighter weights 
of calf in colors there has been a good 
business both for smooth and suede 
finishes. On certain kinds of leather 


on ee ak Se ere eer rrr ar .82@ .84 .50@ .60 






Raw Hides and Skins (Price per pound) 










tanners are behind in deliveries owing Native steers, as used in sole leather, harness, etc. ..$ —@$0.35 $ —@$0.12 
to the call centering on a certain type Heavy Texas steers, for sole leather.............. .30@ .32 .09@ .10 
of leather. The light brown and tan Light native cows, for side upper leather.......... —@_ .35 —@ .10 
shades are in best demand, and the Branded cows, for light sole leather .. seeee —@ «30 —@ .09 
call continues strong for ooze calf in No. 1 buffs, for heavy upper and side leather . .. 234%@ _ .30 -07@ .08 
fancy colors. The best grades of ooze No. 1 Chicago City calfskins, for fine calf Leather. . .50@ .65 .10@ .16 
bring from 60c to -75c per foot for the I I BE ho 0.0 a0: 0.5 0:0 Siesiocicinecss .30@ .50 .08@ .13 






top and on smooth for fall grain in B. A. hides, for hemlock sole leather.............. —@ _ .32 . 16@. 16% 
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four famous leathers 














AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 


VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 














GALLUN 


QUALITY 

















Norwegian 
Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 


Mandarin 
Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 














A. F.GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 
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white buck sides bring from 50c to 60c 
with colors quoted at about the same 
price. A good season is predicted on 
white buck. Cheaper grades bring 
around 40c to 45c. More activity was 
noticed the past week in black chrome 
sides, also in combination and bark 
tanned leather, the latter bringing 
from 15c to 28c per foot. The top 
grade of elk leather is quoted at 27c to 
30c. There is a fair call for heavy 
waterproof leather in the kip and veal 
lines. Prices range from 20c to 30c 
per foot. 
Glazed Kid 


The demand has kept up well for 
the better grades of glazed kid, espe- 
cially among the manufacturers of 
women’s fine shoes. It is expected 


that the rush at the factories in Haver- - 


hi'l and Lynn will keep up through 
April, and some manofacturers report 
being fairly well sold up into June. 
Prices are still maintained at a rather 
high level in kid, and it is claimed 
that prices must come down to meet 
the competition in light weight calf. 
Some of the cheicest leather is still held 
at around $1 per foot, but the average 
quotations for the top grades are from 
70c to 85c a foot. The prices range 
downward from this point according to 
what is wanted. The top grades of 
gray and white kid are closely sold 
up at $1 per foot down. 


Patent Leather 


There has been some improvement 
of late in patent leather lines, and it 
is believed that the trade in this 
country will show more patent leather 
the coming season. There has been 
virtually no change in prices; 40c to 
45c is quoted on No. 1 leather, and for 
some choice chrome patent sides, 48c. 
Colored patent leather on the top 
selections brings 50c to 55c¢ according 
to tannage. The lower grades are 
quoted at 30c to 45c. 


Horse Leather 


The best grades of horse leather are 
quoted at 32c to 35c per foot, lower 
selections from 25c to 30c. Black 
leather is quoted at 30c to 32c for 
No. 1, the cheaper grades down to 
22c to 28c. There is not so good a 
sale on cordovan shells with prices 
listed at anywhere from $2.50 to $3 
according to tannage. 


Sheep Leather 


There has been a fair demand in 
the various lines of sheep leather, both 
for colors and for blacks. Prices have 
been brought down to a lower point 
than in many months owing to reduc- 
tion in glazed kid prices. 


Minneapolis Notes 


POST-EASTER TRADE 
SHOWS INCREASE 


In spite of a falling off in the retail 
trade of men’s footwear after Easter, an 
increase has been noticed in the case of 
style footwear for women. With straps 
holding the center of the stage retail 
dealers are very optimistic concerning 
the Spring business. ‘Anything in the 
line of women’s shoes carrying a strap 
or two will sell these days,’”’ reports a 
prominent Twin City shoe man. Gray 
suedes are of premier rank, with black 
suedes, black satins, mahogany calf and 
other leathers second best. Some of 
these best sellers carry full Louis heels, 
while others are equipped with heels of 
the Baby Louis type. Both one and 
two straps are highly popular with a 
feeling on the part of some retail mer- 
chants that the one strap type has about 
reached the end, and from now interest 
will center on the double strap model. 


Straps fastening with both buckles 
and buttons are deemed equally desira- 
ble while both solid colors and two tones 
are found to meet with feminine ap- 
proval. 


Colonials Next, Say Merchants 


In answer to the query, “‘What will 
follow straps>”, Twin City merchants 
are almost unanimous in the prediction 
that Colonials will usurp first place in 
the choice of the buying public. Some 
stores are already showing tongue 
effects, and are finding them popular. 
General opinion appears to be that 
colonials with large tongue effects 
will later be displaced by the smaller 
tongues. Predictions of a record white 
shoe season are also being made by 
prominent dealers. The general view is 
voiced in the words of F. L. Barber, 
manager of the shoe department of 
E. E. Atkinson & Co.: 


“All indications point to the Summer 
of 1921 being the biggest white shoe 
season in years. I also look for a big 
demand in sport oxfords.” 


New Store Opened 


The W. N. Comer Shoe Company, for 
many years a successful retail shoe firm 
at Lake Street and 27th Avenue, South, 
has opened a new store at the intersec- 
tion of Nicollet Avenue and Lake Street. 
Combining present day ideas of conven- 
ience with attractiveness has served to 
already make this store one of the most 
appealing in Minneapolis. On the open- 
ing day, H. B. Leighton, educational 
demonstrator for the Scholl Manufac- 
turing Company, gave special attention 
to foot ailments of customers. 
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Sanders Now with Holters 
Company 


For the past score of years a member 
of the sales organization of the O’Don- 
nell Shoe Company of St. Paul, George 
S. Sanders has resigned his position 
with that firm and has associated him- 
self with the Holters Company of Cin- 
cinnati. Mr. Sanders will cover North- 
ern Minnesota, Northern Wisconsin and 
North Dakota. 


No Fit—Ne Sale 

“Correct Fitting,” is the slogan of the 
Ground Gripper Shoe Company of St. 
Paul, which has inaw urated the policy 
of deliberately pasSing up sales when it 
is impossible to fit the foot of the cus- 
tomer exactly as it should be, rather 
than sending the customer away with a 
pair of shoes which are a near-fit. “‘Foot 
comfort is essential to the building of a 
list of steady customers,’’ Manager 
Kasofsky is reported as stating. “‘Unless 
the shoe is easy to wear, the customer is 
certain to entertain unpleasant thoughts 
of the store and the salesmen until the 
shoe is worn out or thrown away, and 
even longer. When one’s feet are 


pinched or hurt because of improper or 
careless fitting, you can’t expect that 
person to think very kindly of the place 
from which he got those shoes.” 


New Location for United States 
Rubber Company Branch 


The Minneapolis branch of the United 
States Rubber Company, moved into 
its new home at Fifth Avenue South 
and Third Street on April 1. With the 
remodeling of the new building which 
has been under way for some time in- 
creased floor space and materially im- 
proved facilities for handling its busi- 
ness and serving the trade will result. 


New Manager Named 


Herman Salem has been appointed 
manager of the new St. Paul branch of 
the Endicott-Johnson Company which 
opened last week at 35 East Seventh 
Street. 





Dinner Dance a Success 


The dinner dance which was held 
Easter Monday night at the Ellicott 
club by the Buffalo Association of Trav- 
eling Shoe Salesmen and the Buffalo 
Retail Shoe Dealers’ Association, proved 
a great success. More than 100 couples 
were present. Addresses were given by 
President Jenks of the Travelers’ Asso- 
ciation and Frederick Becker, president 
of the Retail Shoe Dealers’ Association. 
The arrangements for the affair were in 
the charge of a committee composed of 
William Adler, Fred Zorn, James Stelly 
and W. P. Kinne. 
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Spring Profits 
In “U. S.”’ Rubbers 


Many dealers are building plus business 
by selling light rubbers with Spring shoes. 
“U.S.” Rubbers combine all the elements 
of style and service to satisfy the most 
particular trade. Order now and increase 
your season’s turnover with a Spring stock 
of fast selling ‘‘U. S.”’ Rubbers. 


United States Rubber Company 
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Rubber Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 
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Much Activity in Tennis. 


Canvas Footwear the Bright Spot—Slowness on Rubber 
Footwear Orders Noted 


These are the days when tennis shoes 
are uppermost in the minds of the retail 
shoe merchants and rubber shoemakers 
gencrally are much pleased with the 
amount of business which they are re- 
ceiving. The big interest in canvas 
makes amends for the lack of volume 
orders on rubber footwear, for which the 
weather man has been responsible. The 
temperature of the past Winter and 
early Spring has not been conducive to 
large sales of light and heavy rubbers, 
but a different condition prevails with 
canvas footwear. Last season moved 
big stocks of canvas shoes, and the 
warm pre-Easter weather has made shoe 
buyers think strongly of canvas shoes. 


**The Great Sports Year”’’ 


Those merchants who have been keep- 
ing pace with the trend of the times have 
read aright the signs that 1921 is going 
to be ““The Great Sports Year,” ‘and as 
a sport shoe, tennis footwear is a strong 
favorite. Last year, the tennis shoe was 
also popular for business wear; and no 
one in these modern days thinks of 
going away on a vacation to either 
country or seashore without a pair of 
stylish, cool and comfortable canvas 
shoes. 9 

There are surely big possibilities for 
greater turnover through the featuring 
of canvas footwear, and with the 10 per 
cent price reduction on January 1, last, 
and no further reduction in sight; with 
the snappiest styles ever, and every 
prospect of a big public demand, those 
retailers who are still hesitating should 
immediately “get busy” with their 
order books. 


Wide Style Range 


There is a great diversity in fashion- 
able canvas shoe models—and the whole 
family is cared for—from the little tots, 


whose footwear must be “just like 
mother’s, or dad’s,’’ up to grandpa’s 
canvas shoes. You can choose either 
leather or rubber trimmings, or plain 
effects. One of our leading rubber man- 
ufacturers matched his medium tan 
shade of rubber trimmings to the leather 
trimmings used by a leading manufac- 
turer of leather shoes. At first glance 











A Dainty Pump for Summer wear. White Sea 

Island Canvas Upper. Straight Buttoned-on 

One-Strap. Twill Lining. White Kendex Sock 

Lining. Fiber Insole and Counter. Combina- 

tion Steel and Fiber Shank. Canvas-Covered 

16-8 Louis Heel. Smooth White Rubber Sole 
and Top Lift 








you could not tell the tan rubber per- 
forated tip, lace instay and heel foxing 
from those on the leather shoe. This 
rubber shoe manufacturer prefers rub- 
ber trimmings on a canvas shoe for sea- 
shore use and for other points of contact 
with the elements. 

A woman’s one-strap canvas pump, 
button-fastened, with one inch rubber 
heel, white rubber sole and heel, low 
foxing, combination steel and fiber 
shank, firmly supports the arch of the 
foot, and conrbines good appearance 


and strength for informal or semi-dress 
occasions. 

A woman’s plain pump of white can-* 
vas, with half Louis heel was noticed 
recently among the new stock just ar- 
riving at a prominent eastern retail shoe 
store; the last had a very graceful 
swing. In another store, a new oxford 
for women with military heel, mahogany 
leather trimmed, made a snappy appear- 
ance, as did a two-eyelet tie in a Louis 
heel. A line of men’s oxfords with me- 
dium, pointed, full and recede toes, and 
one inch heel, was noted at the same 
store, which sold to the best class of 
trade. 

A house slipper, for women, in black 
duck, with ankle strap, lined with white 
duck, black rubber foxing and a light 
weight black rubber sole and heel, car- 
ried a combination fiber and steel shank. 
It was the intention of the retail shoe 
merchant to make this “‘an extra pair” 
shoe as ‘just the right type for the 
housekeeper.” 


New Bathing Shoes 


Some brand new ideas in bathing 
shoes are arriving in the Summer stocks 
of the wide-awake retail merchant—one 
line was made of sateen in black, red, 
blue and green and carried black soles; 
a pretty white sateen bal carried a gray 
sole. ; 

Canvas shoes for rough wear and foot 
freedom for women, misses and children 
are shown in brown army duck. An all- 
round work shoe for garden purposes 
has an upper of heavy brown tire duck, 
red rubber heel foxing, heavy double 
sole of red rubber and heel, steel shank. 


TO PREVENT SLIPPING 
Recent Invention to Improve 
Rubber Heels 

A recent invention to take the slip out 
of rubber heels and reduce the cost of 
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Style 684, Last 118 
Made from the new 
light shade of Russia 
calf with ball strap 
and medium heel, a 
style that is fast tak- 
ing the place of the 
brogue patterns. 
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manufacture, has been patented by Levi 
McMillan of Wilmington, N. C. The 
“Specification of Letters Patent” reads, 
in part: ‘“‘An improvement to shoe heels 
and particularly to rubber cushion heels. 
An object is to provide, with a rubber or 
other cushion body, means to receive 
the fastenings for the heel body which 
wi'! perform the additional functions of 
reinforcing the rubber heel against wear 
and will give additional friction to hold 
against slipping; a further object is to 
so construct and arrange the parts that 
the resiliency of the cushion body is not 
materially lessened, while at the same 
time non-metallic reinforcement is pre- 
sented for the nails or fastenings, and at 
those points on the surface of the heel 
which receive the greatest wear in use; 
also to reduce the cost of manufacture 
to 2 minimum, while at the same time 
increase the durability and wearing 
qualities thereof. 

“The reinforcing plugs are of leather, 
fiber. or any suitable material other than 
live rubber and are shaped to fit snugly 
within the recesses, with their outer 
faces flush with the tread face of the 
cushion body. Each reinforcing plug 
has a central recess extending from the 
outer side through substantially three- 
fourths of its thickness, the remaining 
portion of the thickness of the plug 
being unperforated.” 


New Elastic Shoe Lace 


An elastic shoe lace which requires no 
lacing, tying or fastening of any kind 
after the first insertion, and no change 
in the construction of the shoe, is a re- 
cently patented invention. Its use per- 
mits the shoe to be pulled on and off 
without unlacing. The elastic shoe lace 
consists of a length of narrow elastic 
tape, with an extra amount of stretch, 
having ordinary metal shoe lace tips on 
the ends, put on for convenience in the 
first lacing and then cut off. The ends 
of the lace are then kept from pulling 
out by attaching soft metal clips, which 
are provided with each pair of shoe laces. 

A particular method of inserting the 
lace must be followed, and is in fact, 
part of the patent, as this allows the 
elastic to stretch sufficiently to permit 
inserting the foot easily. The lace is 
claimed to last the life of the shoe. It 
can be applied to all styles of shoes, in- 
cluding oxfords or low shoes, as well as 
women’s high top boots. 


QUIET IN RUBBER MARKET 


Little Business Transacted—Tone 


Was Steady 


The plantation rubber market had a 
Steady tone at the close of last week, al- 
though very little buying interest was in 
evidence. The reports of improvements 


in the rubber manufacturing industry 
and particularly the tire branch, have a 
reassuring effect, though it is of a senti- 
mental character only, as it is realized 
that the factories will have to use up 
heavy accumulations of rubber before 
they will again enter the market, a 
matter probably of several months. 

For immediate delivery ribbed 
smoked sheets are scarce and held at 17c 
while April arrival offers at 16144c; May 


-is quoted at 17c and June at 17%c, 


while for July-September 19c is de- 
manded. No offerings of last half of the 
year arrival were heard. Spot latex pale 
crepe was held at 19c with 1814c bid. 
Cables from London and Singapore re- 
ported those markets unchanged. 


Rubber Quotations 

18 @.. 

1134 @12 

.. @18 

114@12 

4 @14% 
@11% 
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Para—Up-river, fine... .. 
Up-river, coarse....... 
Island, fine 
Island, coarse......... 
Caucho ball, upper ... 
Caucho ball, lower... . 


Plantation—First latex 
pale crepe 
Brown crepe, thin, clean 
Brown crepe, rolled... . 
Smoked ribbed sheets.. 
Centrals—Corinto.:..... 
Esmeralda............ 
Guayule, wet 
Guayule, dry 
Balata, block, Trinidad 
Balata, block, Colom- 
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Balata, Panama....... 
Balata, sheet 


Scrap Rubber 


There are no new features, trade being 
very dull and prices nominal. 
Tires—Automobile 
Bicycles, pneumatic 
Hose, steam, fire 
Inner tubes, No. 1 
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Buffalo Wants Convention 


Buffalo traveling shoe salesmen are 
going to try and land the 1923 conven- 
tion of the national organization for 
Buffalo. The matter was talked over 
at the meeting of the Buffalo Associa- 
tion of Traveling Shoe Salesmen which 
was held Saturday at the Hotel Iroquois. 
Another matter that was discussed was 
the sales tax. A committee was ap- 
pointed to gather information concern- 
ing this tax and report at a future meet- 
ing. Fred Zorn was appointed chair- 
man of this committee. Among those 
present was an out-of-town traveler, 
Frank Mahar of Troy. A new member 
of the association is Thomas Moore of 
Syracuse, who is with the Standard Felt 
Shoe Company. 
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A Pilgrim Booklet 


Brockton, Mass.—Foreshadowing the 
forthcoming tercentenary celebration 
of the landing of the Pilgrims, to be 
held at Plymouth, Mass., during the 
Summer of the present year, Ralston 
Health Shoemakers of this city have 
issued a booklet featuring this important 
event. The cover of the booklet, which 
is printed in two colors, illustrates a 
Pilgrim shoemaker at work. [He has a 
Pilgrim visitor, clad in 1620 garb. A 
foreword, ““The Reason Why,” sketches 
the early days of the Pilgrim fathers, 
when New England ingenuity con- 
ceived and developed the great industry 
of shoe manufacturing that now sup- 
plies the world markets. 

Then follows a general story in re- 
gard to New England made _ shoes, 
with specific reference to Ralston shoes 























New Ralston Catalog 


as leaders in style, fit and wear. On 
several pages following are illustrated 
and described various styles of Ralston 
shoes, in low and high cut patterns, as 
indicating a few “‘Ralstons’’ that are 
meeting with special favor for Spring 
and Summer. On the last page of the 
booklet there is a cordial invitation to 
inspect the Ralston offices and factory 
while attending the tercentenary cele- 
bration of the landing of the Pilgrims. 
A sketch of the South Shore is shown 
with the statement that Plymouth is 
approximately 20 miles from Brockton. 
This booklet, which will bear the name 
of the dealer by whom it is distributed, 
is designed for consumer information. 
It is a timely and interesting contribu- 
tion to the industry and should prove 
of important service in promoting the 
sale of Ralston shoes. 
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THE FEDERAL 
ARCH-LIFT 


belongs in your store 
because— 
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—it takes care of every case of foot 
trouble, giving quick and permanent 


“The relief. 


Lift —it surely builds your business through 
the helpful service it renders. 


That = 


—it sells on"sight to your customers and 


Supports their friends—the principle is right ! 


M arch support—it holds the arch in place 
oney by suspension—not rigidity. 


9 
Refunded —it returns you a generous profit} and 


many repeat sales. 


We —it is strongly endorsed by physicians 
who recognize its correct principle. 


No Metal No Rubber No Leather 


Write for our extremely \ 


interesting booklet today! 





THE FEDERAL ARCH-LIFT 
MANUFACTURING CO. 


168 DARTMOUTH ST. BOSTON, MASS. 
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or —it is entirely different from any other : 
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RETAIL STOCKS DEPLETED 


Merchants Having Difficulty in 
Filling in Novelty Line 


Predictions freely made during the 
National convention at Milwaukee in 
January that merchants who exercised 
undue conservatism would encounter 
some unusual hardships in getting ade- 
quate stocks of merchandise at a time 
when needed most to enable them to 
take the best advantage of demand, 
appear to be coming true. The extent 
to which lines were broken by Spring 
trade so far, and especially during the 
pre-Easter shopping season, did not be- 
come appreciated until the past week. 
Since the holiday, business has been so 
well sustained that the condition of de- 
pleted stocks has grown worse, causing 
worry which doubtless will develop into 
trouble later. 

The depletion of stocks affects the 
novelty lines principally, and it has be- 
come doubly apparent because factories 
are not able to make deliveries in any- 
where near the desired measure, nor as 
promptly as the current of business 
would make it advisable. It is the old 
story of factories suddenly being over- 
crowded with orders when they are in 
position to handle only a small part of 
the business offered. Everybody wants 
shoes quickly at the same time. The 
actual volume of new orders may not be 
an enormous one, still it is coming with 
a suddenness which few if any factories 
are able to cope with, being illy pre- 
pared for a rush after a considerable 
period of slack patronage. 





Men’s Trade Improving Slowly 


Trade in men’s boots and oxfords is 
slowly improving with the approach of 
wari weather and necessities of replace- 
ments, since most men have been doing 
as long as possible with their old foot- 
wear, when ordinarily they were periodi- 
cal buyers. The call in men’s shoes 
runs largely into staples, and the novel- 
ties are moving only moderately. It 
may be, however, that the brogue effects 





Milwaukee 


and other style effects will become more 
popular as the season advances. Just 
at present some dealers are viewing the 
style trend in men’s shoes with some 
degree of alarm, for the novelties that 
are being offered by some manufactur- 
ers are considered to be so extreme that 
an adverse effect is feared. 


Some Novelties Not Popular 


One leading downtown dealer, in- 
specting samples and viewing illustra- 
tions of some of the latest novelties in 
men’s footwear, expressed something 
akin to disgust with the ‘“‘lady-like”’ 
appearance of the merchandise. “It 
would not be at all surprising, after 
seeing some of this stuff, that the thing 
of offering the male trade something 
new might be carried too far and kiil 
itself,’ said this dealer. ‘“‘The day is 
past when ultra-extremes in men’s 
shoes will attract. The substantial 
business men want none of the foppish 
stuff, and the men who during the war 
and post-war days bought this class of 
goods are no longer able to buy it be- 
cause of unemployment and reduced 
wages in factories and workshops. The 
young bloods might buy it to some 
extent, but generally speaking, I be- 
lieve there will be disappointment for 
those who go in for the extremes further 
than to skim the surface of a possible 
demand.” 


Better Times in Three Months, Says 
Financial Authority 


Prof. Stephen W. Gilman, University 
of Wisconsin, one of the most eminent 
authorities in America on financial and 
credit matters, in an address before the 
Milwaukee Association of Credit Men 
at the Hotel Pfister on March 31, said 
American business is destined during 
the next three months to pass through 
what in appearance will be its blackest 
period since the war, but instead of pre- 
saging ominous events, the next ninety 
days will actually be a certain indication 
that the most serious crisis has passed 
and that the financial and credit system 


of the country is on its way to normalcy. 

“While reports of a most discourag- 
ing nature will probably be committed 
to the public for the first time, thus 
stigmatizing the period,’’ said Prof. 
Gilman, ‘‘the fact that such items are 
published at all should be regarded as 
an indication that the period of depres- 
sion and uncertainty has been weathered 
and that the financial and credit struc- 
ture has regained most of its former 
stability. A return to pre-war delibera- 
tion in financial problems is destined to 
characterize the future, replacing the 
laxity and artificial optimism typical 
during the war, when government 
orders for supplies constituted the 
means of rapid expansion and pros- 
perity. Those intimate with national 
finance are assured of the present trend 
of conditions, and confident of a recu- 
peration from the wartime disturbances, 
will probably elect to commit them- 
selves with less reserve than before be- 
cause of the optimistic outlook.” 


Shoe Machinery Exchange Incor- 
porated 

Articles of incorporation were filed 
during the week in behalf of the Wis- 
consin Shoe Machinery Exchange, with 
headquarters in Milwaukee. The capi- 
tal stock is $25,000 and the incorpora- 
tors are E. C. Corning, Herman O. and 
Henry A. Zander, 290 Third Street. 


New Tannery Completed 


The Daily Press of Sheboygan, Wis., 
during the week published a description 
and illustrations of the new plant of the 
Badger State Tanning Company, a 
division of the Armour Leather Com- 
pany of Chicago, which was constructed 
in record time to replace the large tan- 
nery destroyed by fire a year or more 
ago. The new plant is of fireproof con- 
struction throughout and considered 
one of the model establishments of this 
kind in America. The hide house is 
80x136 feet, with part basement; the 
beam house, 107x255 feet, one-story, 
and the tannery proper, 105x353 feet, 
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IN STOCK 
No. 202— 
Mei assnkéad 
All Colors. . 
Send for (ast 
showing our in stock 
line of Ladies’ shoes, 
party slippers and 
novelties. 


Westcott Whitmore Co., Syracuse, N. Y. 


BOUDOIRS 

















COMFORT SHOES 
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= BOUDOIRS AND BALLETS IN STOCK 
Fine Chrome Cabretta 
Hand Turned Boudoirs. 
Quilted Sock. 
Black $1.40, Red 









Balle 
Sewed Turns. Sizes 244 to7. $1.50. 3% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 
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COLLIN® & 51 STAPLES 
Hand Turned le Cuts 


in fancy straps and novel- 
ties in colored suedes, sat- 
ins and all ——, 


Fac 
118 deeontt Row 
Haverhill, Mass. 
183 Essex St., Boston 
m 306 
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GENUINE 


MONMOUTH MOCCASINS 


Nature’s Footwear. No Breaking 
In. For Every Out Door Need 
America’s Best and Oldest Line. 


28 STYLES IN STOCK. Write for Catalog 


JOHN D. LUNN SHOE CO. 
Monmouth, Maine 
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A DESIRABLE LINE OF 
LADIES’ HIGH GRADE FOOTWEAR 
Straps - - Oxfords - - Boudoirs 

Inquiries prom answered - - - 
e--I te deliveries assured. 
POastL-MAGEs SHOE CO. 
17 Railroad ee 


Boston 
(With icons Gis Company) 








BOUDOIR 
SLIPPERS 


Fine kid Boudoir Slip in stock for imme- 
diate delivery, ade of bes Best materials obtain- 
able in Black, Blue, Red, Pink and Tan. Order 

or case lots. Prices, Black $1.35, Colors 


Terms, ee 10 days, net 30. 





$1.65. 
; SILVER SHOE 


Ha ass. 
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four stories, with a two-story annex, 
80x90 feet. 


Branch Factory Suspends Tempo- 
rarily 


The Davies Shoe Manufacturing 
Company of Racine, Wis., has tempo- 
rarily suspended the operation of its 
branch factory at Waupun, Wis., and 
transferred the materials and stock to 
the main factory in Racine. C. T. 
Griffith, who has been superintendent 
at Waupun, has gone to St. Louis, where 
he has accepted an executive position 
with one of the largest boot and shoe 
concerns. 


Shoe Dealer Voluntary Bankrupt 


Joseph Branski, shoe dealer and re- 
pairman at 1634 Hopkins street, Mil- 
waukee, has filed a voluntary petition 
in bankruptcy, scheduling liabilities at 
$2,107 and assets at $1,386, with $831 
claimed exempt. The first meeting of 
creditors was held April 1. 


Former Superintendent Now Mer- 
chant 

J. O. Humbert, factory superintend- 

ent of the Menzies Shoe Company of 

Fond du Lac, Wis., has resigned to en- 





S. D. NICHOLS 


President and Treasurer of the Menzies 
Shoe Company, Fond du Lac, Wis. 


gage in the retail boot and shoe business 
in the same city, with headquarters in 
the new Wiley block at Main and She- 
boygan Streets. He will open for busi-. 
ness about April 15 with a complete 
stock of men’s and boys’ shoes, special- 
izing in medium and heavy work shoes 
and athletic and sport footwear. Mr. 
Humbert was with the Nunn, Bush & 
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Weldon Shoe Company at Milwaukee 
for a number of years, previously sery- 
ing the then Harsh & Edmonds Shoe 
Company as factory superintendent. 





GEORGE P. UTLEY 


Vice-President and Secretary of the 
Menzies Shoe Company, Fond du 
Lac, Wis. 


About eighteen months ago, when the 
Nunn-Bush company transferred its 
Menzies Shoe Company division to a 
new plant in Fond du Lac, Mr. Hum- 
bert was placed in charge. The Men- 
zies factory recently was reorganized as 
a distinct corporation with its own 
identity fully established under a new 
ownership. S. D. Nichols is president 
and treasurer. George P. Utley, for- 
merly salesmanager of the Nunn, Bush 
& Weldon Shoe Company, is vice- 
president and secretary. 


Hearings Being Held on Rail 
Rates 

The traffic division of the Milwaukee 
Association of Commerce is represented 
by Manager J. J. Blommer at hearings 
being held April 5 to 19 at Memphis, 
Tenn., on the proposed increases of 40 
to 100 per cent. in commodity rates on 
freight shipments of leather and other 
goods from Milwaukee to southern 
points. The Interstate Commerce 
Commission has temporarily suspended 
the higher tariffs pending the outcome 
of the hearings. 


Otto A. Hensel Honored 


Otto A. Hensel, 3527 North Avenue, 
president of the Milwaukee Retail Shoe 
Dealers’ Association, who retired re- 
cently after two terms as head of the 
North Avenue Advancement Associa- 
tion, was tendered a reception by the 
membership, at which he was presented 
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with a handsome gold-mounted silk 
umbrella, appropriately inscribed, to- 
gether with a set of resolutions thanking 
him for the good work accomplished by 
hin. 





New Newark Store Opens 


The Newark Shoe Stores of Baltimore 
held the formal opening of the new 
branch store at 208 Main street in 
Kenosha, Wis., on April 1. It is under 
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the management of R. C. Aldrich, for- 
merly in charge at Joliet, Ill. W. H. 
Williams and A. H. Harris, factory 
representatives, established a record by 
installing the store, complete with 
stock, fixtures, distinctive glass front 
and other equipment in exactly four 
days’ time. On opening day every lady 
customer purchasing a pair of shoes was 
presented with a pair of hose free. 
Souvenirs also were distributed among 
male patrons. 


Chicago 


NEW SHOE DISTRIBUTING 
HOUSE 


The R. H. Long Shoe Company of 
Framingham, Mass., has taken a ten- 
year lease on the second floor of the 
property at 45 S. Wells Street, as a west- 
ern distributing branch for its eastern 
factories. The Chicago business will be 
in charge of Harry Modlin, who has had 
many years’ experience in the middle 
western market. 

The shoe wholesale district is rapidly 
extending itself on South Wells Street 
along what is generally known as “‘shoe 
row.’ Within the last two years, 
twelve or more concerns have opened 
distributing branches on Wells Street 
between Madison and Monroe Streets. 
In the building at 45 S. Wells four entire 
floors are now occupied by in-stock de- 
partments. On the ground floor is the 
Stanwear Shoe Company, on the second 
floor R. H. Long Shoe Company, third 
floor, Kunstman-Telling Shoe Com- 
pany and on the fourth floor the Na- 
tional Shoe Company. The building 
prior to January Ist was occupied by 
the Globe Wernicke Company. Several 
other leases in this location are under 
option by shoe concerns. 

May Ist Will Be Moving Day for 
Many Shoe Offices 


Wells Street between Madison and 
Monroe is becoming attractive as a 
location for offices of shoe travelers as 
well as wholesalers. On May Ist, there 
will be a big influx of shoe travelers in 
the Security building, at the corner of 
Madison and Wells Street. A. H. Hop- 
kins, representing the Hervey E. Gup- 
till Company, will move from the Re- 
public building to Room 509 Security 
building. M. C. Oberdorfer, represent- 
ing Nathan D. Dodge Shoe Company, 
will move to 906 Security building. 
E. B. Slokum, representing the Dalton 
Shoe Company, will move to Room 706 
Security building. Johnsen, represent- 
ing the Thomson-Crooker Shoe Com- 
pany, will move to Room 708 Security 
building. F. C. Heer, representing the 





Selby Shoe Company, of Portsmouth, 
Ohio, will move to Room 1106 Security 
building. J. M. Quinn, representing 
Daniel Green Felt Shoe Company, will 
move to Room 1107 Security building. 
Phelps, representing Krippendorf- Ditt- 
man Shoe Company, Cincinnati, will 
move to Room 907 Security building. 
The “Boot and Shoe Recorder”, which 
now occupies 906 and 907 will move to 
Rooms 606 and 607 Security building. 
The new home of the western depart- 
ment of the“ Recorder’ will becommodi- 
ous and easy of access to the many mer- 
chants, manufacturers and shoe travel- 
ers who have learned to look upon these 
offices as a place where they can obtain 
information relative to trade conditions 
as well as a place of transacting business. 


Manufacturers Refiguring Prices 


The Chicago manufacturers of men’s 
shoes have completed lines of new sam- 
ples which their road men are taking to 
the trade. It is evident from the new 
prices that these manufacturers are 
figuring with a sharp pencil. In some 
instances they have priced the shoes in 
anticipation of further slumps in the 
leather market. The new prices average 
about 20 per cent less than the last run 
and show a decline of from 35 per cent 
to 40 per cent from prices a year ago. 

Louis Goodman, salesmanager of The 
Florsheim Shoe Company, in speaking 
of his new prices said: “In figuring our 
new prices we have endeavored to elimi- 
nate every possible item in over-head 
and in some instances have made prices 
on the basis of what we hope and expect 
to be able to buy materials for by the 
time the shoes will go into the works. 
It is needless to say that these antici- 
pated prices are less than prices prevail- 
ing today. We have done this because 
we are endeavoring to get away from 
the necessity of changing prices in mid- 
season. Our prices today as compared 
with a year ago or even four months ago 
show so great a downward revision that 
we are satisfied that the merchants and 
the public will recognize in our product 
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Women’s Shoes 














“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
BOOTS, OXFORDS 
AND SANDALS 
Cushien Seck Lining 
Widths, D, E, EE 


THE 
FERN SHOE CO. 
41 Water St. 

"t, Mass. 







Write for 
Particulars 








WOMEN’S McKAY 


Slippers and Boots 
of Character 


HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 








Lower Priced 

than the Best, 
Better Quality 
than the Rest ! 








oe og te FELT SLIPPER CO., Inc. 
63-169 Livingston St. , Brooklyn, N. , 








E. A. & M. C. Witherell Co. 


Manufacturers 


Women’s Turn 
Boots and Slippers 


Facto 
Haverhill, 
Boston Office 
207 Essex St. Room211 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On Lasts 
Inquiries Promptly Answered 


Felstiner-O’Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mass. 

















Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 







Boston Office 
207 Essex Street 
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Where to Buy 


Women’s Shoes 











Sia 











BOUDOIRS IN STOCK 


Black calf, all leather sole, all 
leather heel. Silk pom-pom, 
quilted sock lining. 

Price $1.15 Net 





ESSEX SLIPPER CO. _ Haverhill, Mass. 











TURKISH SLIPPERS 
IN STOCK AGAIN! 
No. 101 Sofia Turkish Slippers 


SAT ONE JMC SE New vork - 











A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 














Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
pote eee? for all the trade, 
presen answers briefly to cur- 
rent problems in merchandising. 
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real value and there will be no complaint 
from either merchants or public because 
of either excessive price or cheapened 
product because we have always main- 
tained and are still maintaining a high 
standard of workmanship and _ this 
standard we will not change. It is safe 
to say that there will be no further 
changes in our prices for six months at 
least.” 

Many new patterns both in boots and 
low cuts are being shown in the new 
sample lines which Chicago factories 
have prepared. It has been many years 
since sample lines of men’s shoes carried 
as many snappy stylish patterns as the 
new lines that are going out. Ball 
strap effects, pinked and punched fox- 
ings, vamp and tips make these new 
sample lines look entirely different from 
the plain ordinary samples that have 
predominated men’s lines for several 
seasons back. 


Easter Saturday a Surprise 


While the week preceding Easter 
registered a good volume of business 
generally in Chicago shoe stores, Easter 
Saturday was a record breaker in many 
of these institutions. This was true in 
men’s shoe departments and exclusive 
men’s stores to as great an extent as it 
was in the stores selling only women’s 
footwear. At Hassels, VanBuren and 
Dearborn, not only was the record for 
the season broken but the cash register 
rang more times than in any previous 
day’s history of that business. Volume 
in both pairs and dollars was far beyond 
any previous day’s record. The reason 
for this phenomenal business according 
to the management of the store may be 
found in two facts: 

First—The attractiveness of price 
through readjustment of prices is 
possible for this store to show genuine 
calfskin shoes as low as five dollars a 
pair. Good, sightly, well-made stylish 
shoes are being shown at from seven to 
nine dollars which have all the ear- 


Akron 


RETAIL TRADE QUIET 


Slackening Up, However, Is No 
Greater Than in Previous Years 


The usual slow period following Eas- 
ter week has been noticeable here, but 
it has not been more pronounced 
than in previous years although it 
rained intermittently from Easter Sun- 
day until the following Thursday. 
Even a little snow failed to dampen the 
spirits of those desirous of sporting their 
new low shoes. Many stores found the 
Saturday before Easter better than the 
same day a year ago. 
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marks of the shoes which were sold last 
year for Easter at ten dollars, twelve 
dollars and even higher. So that price 
is an attractive factor to the buyer. 

The second big reason is because of 
theintroduction of many new, attractive, 
stylish patterns in the lower and me- 
dium grade footwear for men. 

Many men have refrained from biiy- 
ing shoes during the extreme high prices 
and now that good looking shoes can be 
bought for what these men consider a 
reasonable price they are replenishing 
their wardrobes. During the period of 
prevailing high prices a man usually 
grumbled at buying one pair while now 
it is not uncommon for that same type 
of man to buy two or three pairs without 
uttering a complaint as to price. 















Buyers Disappointed by Non- 
delivery 


Several of the larger buyers of retail 
stores are complaining bitterly because 
of the non-delivery of shoes by manu- 
facturers. Orders which were placed in 
good faith and promised for March Ist 
are still undelivered. One buyer says 
he is still short $22,000 worth of shoes 
which were to be shipped in time to 
reach him March Ist. He not only has 
not received the shoes but has not re- 
ceived invoices nor any explanations 
from factories why the shoes are late. 













The Solvo Products Company is mov- 
ing from 213 Milwaukee Avenue to their 
new three-story building at 163 North 
Curtis Street. The newly completed 
building will provide more adequate 
manufacturing facilities for this young 
but growing concern. E. B. Sickle, vice- 
president and treasurer of the company, 
is quite optimistic of the future outlook 
of the shoe polish business. In his opin- 
ion merchants are taking more interest 
in seeing that the right dressings are 
sold for each particular leather. ‘There 
is, however, a vast field of education yet 
to be cultivated in this direction. 














With the exception of a few belated 
shipments most merchants have al 
their regular Spring and Summer styles 
on their shelves. Now they are turning 
their attention toward ordering novelty 
footwear which seems likely to be more 
popular this year than ever before. 
Straps in brown kids with saddle straps 
are leading the field. Satins are rur- 
ning a poor second. 

While business is comparatively slov 
these days, many merchants are pushiné 
sidelines such as hosiery and foot 
comfort departments. Although this 
field has been regarded as extremdy 
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promising for the shoe store few houses 
have felt like sinking money in the 
necessary equipment until just recently. 


To War on ‘‘Fake”’ Advertising 


The Better Business Commission of 
Akron has appointed a commissioner 
and established an office for him as its 
first move to war on “fake” advertising. 
The avowed intention of the commis- 
sion is “‘to run down fraudulent adver- 
tising, fly-by-night stock promoters and 
to wage a war on all dishonest adver- 
tisers.”” The organization is affiliated 
with 30 similar associations throughout 
the country. 


Rubber Companies Increasing Out- 
put 


The first installment of the long ex- 
pected good news from local rubber 
concerns came last week. The Fire- 
stone company announced that 1,000 
men would be re-employed during April, 
and that only old employes who were 
known to have their homes in Akron 
would be considered, married men pre- 
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ferred. The same day the Goodyear 
company announced that 1,200 men 
would be re-hired under the same condi- 
tions. Starting April 1, the Goodyear 
production was increased 33 per cent. 
The General Tire Company announced 
that a large conference of salesmen from 
all over the country would be held 
shortly. This will be the first conven- 
tion of salesmen of national scope since 
the slump. General is going at approxi- 
mately 100 per cent normal it was re- 
ported. Other concerns throughout the 
city and surrounding territory are mak- 
ing similar statements. 


Department Store Head Dies 


A gloom was cast over the business 
world here last week when it was heard 
that C. H. Yeager, president and organ- 
izer of the C. H. Yeager Company, one 
of the largest department stores in 
northern Ohio, had died of heart trouble 
at Battle Creek, Michigan. Mr. Yeager 
had identified himself with all progres- 
sive moves in the city, and leaves be- 
hind him many dear friends. 


Indianapolis 


GOOD TRADE EXPECTED 


Weather and Prices Given Credit 
for Good Easter Business 


Indianapolis shoe merchants have ex- 
pressed gratification at the way the 
public bought its Easter footwear. A 
number of the stores exceeded their 
last year’s business record for the Easter 
period, not only in the number of sales 
but also in volume, and others report 
that trade was either better or on a par 
with that of last year. 

While there is a hesitancy on the part 
of some of the local shoe men to pre- 
dict what the future trend is going to 
be, the majority seem to be of the opin- 
ion that business is going to continue 
good for some time. They point out that 
Easter was unusually early this year 
and that many Spring and early Sum- 
mer needs are yet to be satisfied. 


Novelties Best Sellers 


The increase in the Easter footwear 
business this year has been ascribed 
largely to seasonable weather and lower 
prices. Persons who withheld purchases 
during the first part of the year began 
to realize about the first of March that 
prices were stabilized about as much as 
they were going to be for the Easter 
period and then began to satisfy their 
requirements. The most marked in- 
crease in the local shoe business in the 
month of March was in the men’s lines, 


which were practically at a standstill 
during January and February. ~ 

Novelties and semi-novelties in low 
shoes and slippers for women have been 
the best sellers during the month. 
Brogues. and semi-brogues were the 
leaders in the men’s lines. Tans are 
perhaps the most popular color in men’s 
footwear. A healthy increase also was 
reported during the month in children’s 
footwear, and men’s and women’s 
hosiery was in big demand. 


Prices Stable, Says Buyer 


Shoe prices in Indiana have fallen 
about as low as they will go until next 
Fall, according to the buyer for one of 
the largest shoe stores in Indianapolis. 
“Most shoes have already fallen from 
one to two dollars,” he said, ‘“‘and I 
don’t believe they will drop any more 
this season. They may drop a little 
more early in the Fall, but I doubt it. 
The high price that the manufacturers 
paid for the hides when turned into 
shoes on the market before the Summer 
is over, and now that hides have fallen 
a little it will take almost until Sep- 
tember before they can get on the 
market. Not only hides are keeping 
up the prices, but the cost of labor has 


something to do with this. Labor has . 


not fallen off as yet, and when it does it 
will have a tendency to bring down the 
cost of shoes. 


Where to Buy 


Men’s Shoes 





















































Gentlemen’s 


Shoes 


A.E. Nettleton Co. 
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Men’s Shoes 














: Better Shoes Better Service 
Rocker Bottom Wooden Sole Footwear 
SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 
Send for Catalog and Prices 
REECE SHOE COMPANY 
COLUMBUS, NEBRASKA, U. S. A. 


SAASHAAAUEGANOUSOGROOROHOOROOD 
















'Z 
ForJMen “23 fc 
Manufactured by 
La Crosse Boot and Shee Mig. Ce. 
La Crosse, Wisconsin 














: WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
aie % y Tongue and Back Strap. 
ak Ses Send for booklet telling who 
fe you can sell these shoes te. 
A. H. Riemer Shoe Co. 
MILWAUKEE, WIS. 
Established 1887 











Stock Dept. 5 <¢ 
Is at Your Service Ss 


THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 
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Where to Buy 


Boys’ Shoes 




















A Shoe forBoys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











= J.-PINSKER 
th 127 DUANE ST. 
ie) §=6New York City 
Shoes = 
um” Stahler, Bauer Shoe Co. 
ALLENTOWN,PA. _- 


INFORMATION iictens 


= “Where to Buy” constitutes a 

source of knowledge so that he who 
runs through these pages may read 
—and learn. 




















Managers to Buy Store 


Announcement was made this week 
at the Ralston shoe store, 12 North 
Pennsylvania Street, that arrange- 
ments had been made whereby Smith J. 
Gray, one of the co-managers of the 
store, and his business associates are to 
buy the store from the owner, the 
Churchill-Alden Company. The new 
firm will be incorporated under the laws 
of Indiana and will be known as the 
Ralston Associates of Indianapolis. 
Mr. Gray will be the president of the 
company and Raymond F. McGeeney, 
the other co-manager of the store, will 
be vice-president. W. H. Fleming, a 
representative of Churchill-Alden Com- 
pany, was in Indianapolis on a business 
mission this week. 


Sells Out to Former Partner 


Ike Onstott has sold his interest in a 
retail shoe store at Rochester, Ind., to his 
former business partner, J. W. Holman. 
Mr. Holman was in the retail shoe busi- 
ness in Rochester for several years. 


Chain Store Company Incorporated 


Articles of incorporation were filed 
recently with the Secretary of State by 
the Hart Shoe Company, a firm oper- 
ating a chain of retail stores in Indiana. 
The firm has been incorporated for 
$50,000, with W. L. Hart, of Anderson, 
president; M. C. Weible, of Logansport, 
vice-president, and E. B. Young, of 
Huntington, secretary-treasurer. The 
above officers also will serve as the 
board of directors. 


Shoe Store to Move to Another City 


The G. R. Kinney Company, which 
has operated a retail shoe store in Craw- 
fordsville for the last year, closed the 
store Saturday night, March 26, pre- 
paratory to moving to Terre Haute to 
open a new store there. J. E. Hahn, 
manager of the Crawfordsville store, 
said the desire to move to a larger city 
rather than dissatisfaction with local 
conditions caused the removal of the 
establishment. 


To Double Size of Store 


Plans for redoubling the size of the 
Newark Shoe Company’s store in Terre 
Haute were announced this week by 
Herbert E: Overfield, who recently as- 
sumed the management of the store. 
The company has leased the adjoining 
room east of the store, which is now oc- 
cupied by a shoe repair shop, and will 
use it to enlarge the store as soon as 
possession can be obtained. A new 
double front and new show windows 
will be installed and the interior will 
be rearranged for more convenient dis- 
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play of the stock. The new addition 
will double the floor space of the store. 


Hammond Store Remodeled 


With the completion of remodeling 
work which has been in progress for 
about a month at the Jacob Schloer & 
Son shoe store, on West State Street, 
Hammond is now boasting of one of 
the most attractive and best arranged 
shoe stores in the State. The entrance 
to the store and the display windows 
have been improved and the interior 
has been extensively remodeled. The 
artistically arranged windows, the dome 
effect ceiling, allowing a profusion of 
light, the tile work, the decorations and 
the arrangement of the displays can not 
help winning the admiration of passers- 
by. 


New Store Opens in Terre Haute 


One of the attractive features of the 
new James Wolf Company store, an 
exclusive women’s and children’s wear- 
ing apparel shop, which opened recently 
in Terre Haute, is the shoe department, 
which is situated on the first floor, near 
the hosiery and underwear departments. 
The store has been finished in French 
gray, with carpets to match, and all of 
the fixtures are of mahogany. On the 
same floor with the shoe department are 
the hosiery, blouses and lingerie sec- 
tions. A handsome line of new Spring 
oxfords and strap slippers in gray and 
black suede and tan Russia calf are at- 
tractively displayed. The new store, 
which occupies four floors, is one of the 
most up to date in Terre Haute. 


Indiana Notes 


Burglars jimmied the front door of 
the Factory Shoe Store at Kokomo, 
Ind., this week, and carried away sev- 
eral pairs of men’s and women’s shoes. 
‘Before leaving, the intruders made an 
unsuccessful attempt to break into the 
safe. 

One-half of the building occupied by 
the Reinsel & Son shoe store at Wash- 
ington, Ind., was bought this week from 
Frank X. Reinsel, proprietor, by the 
Citizens’ Loan & Trust Company. Mr. 
Reinsel wlll confine his shoe store to the 
other half of the building, but will first 
build an addition to the rear, so that 
he will have sufficient room for his 
stock. 





Retail Store Moves 


The Bachman Shoe Company ol 
Minneapolis specializing in infants’ and 
children’s leather shoes and men’s and 
women’s canvas shoes moved from 
its present location on April 1 to 21-25 
Third Street North. 
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Rochester 


EMPLOYES GIVEN INSURANCE 


McCurdy & Co. Presents Policies to 
Workers 


About four hundred employes of Mc- 
Curdy & Co., Inc., were notified re- 
cently that, for the benefit of their fami- 
lies and dependents, the firm had taken 
out insurance policies on them, in 
amounts ranging from $500 to $2,000, 
according to length of service. This 
announcement was made by J, C. Mc- 
Cordy, president and general manager 
of the company, who said that the ac- 
tion was taken in commemoration of 
the twentieth anniversary of the store, 
which falls this year. 

There is no cost whatever to the em- 
ployes for this insurance. They do not 
even have to have a medical examina- 
tion. The only qualification is that 
they must have been employed at the 
McCurdy store for at least six months 
before the policy was issued. 


Policies from $500 to $2,000 


for those who have been employed 
the minimum time, six months, the in- 
surance is $500; at one year the amount 
is $600, and it advances $100 a year 
until by the time the employe has been 
with the store fifteen years, he or she 
will have the maximum policy of $2,000. 
It is said that ten or twelve of the pres- 
ent number are fifteen-year veterans 
and eligible for the maximum policy at 
once. The employes participate in this 
insurance so long as they remain with 
the company. 

Employes who have not yet been six 
months in the service will become eligi- 
ble as they pass the half-year mark and 
the amount of their insurance will be 
increased with their years of service 
until the maximum amount is reached. 
This insurance is in addition to the 
benefits provided by the state compen- 
sation law. 

In case of permanent total disability 
before the age of 60 to one of the em- 
ployes participating in the plan, the 
amount of insurance will be paid in one 
sum or in periods of time, at the option 
of the beneficiary. 


Fred H. Sutherland Dies 


Frederick H. Sutherland, manager of 
the shoe department of the McFarlin 
Clothing Company, died at his home, 


1437 Monroe Avenue, on Saturday ° 


evening. Mr. Sutherland was well 
known among business men of the city. 
Mr. Sutherland was born in Kingston, 
Ont., but came to Rochester about 
twenty years ago. He was connected 
with William Eastwood & Sons for 
nearly ten years, leaving that firm about 


ten years ago to assume charge of the 
McFarlin shoe department. Mr. Suth- 
erland was a veteran of the Boer War in 
which he served with the Canadian 
Mounted Infantry. At the conclusion 
of the two-year campaign he was 
awarded a king’s service medal. 


Making Children’s Turns 


The Wilson Turn Shoe Company now 
have their plant in running order and 
are manufacturing children’s high grade 
turn shoes for the retail trade. 


George J. Wilson, Inc., Still Making 
Soft Soles 


It was inadvertently announced re- 
cently in these columns that George J. 
Wilson, Inc., had given up the manu- 
facture of soft soles to devote their 
efforts to the manufacture of children’s 
turn shoes. This was an error as this 
concern will still continue to make soft 
soles of the finest grades, as before, but 
under a new name due to a change in 
the financial control. The new com- 
pany will be known as the Carpenter 
Shoe Company, the organization of 
which will be unchanged. The new 
directors are L. B. Carpenter, president, 
and H. S. Carpenter, secretary and 
treasurer. As has always been the 
policy, the most popular selling numbers 
of soft soles and turns will be carried in 
stock by the Carpenter Shoe Company. 


Merchants Satisfied with Easter 
Sales 

With the Easter sales records written 
on the books, Rochester merchants 
assert satisfaction with the results of the 
holiday buying. In some instances the 
volume was well over that of a year ago, 
which means, of course, in view of the 
lower prices, that considerably more 
merchandise was sold. Snappy shoes 
moved rapidly, and there were heavy 
sales on hosiery both during the week 
preceding and the week following 
Easter. 


Shoe Industry Peaceful 


Peace reigns in the shoe industry in 
Rochester even though the contract be- 
tween the United Shoe Workers and the 
Rochester Boot and Shoe Manufactur- 
ers’ Association for the cutting and fit- 
ting departments expired April first. 
Satisfactory terms have been reached 
for the renewal of the agreements and 
the contracts probably will be nego- 
tiated early next week. It was stated 
last evening that the contracts for the 
bottoming departments expire on May 
1st and that these would be negotiated 
on the same basis as those already ex- 
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Whenete Buy | 


Children’s Shoes 











SOFT SOLES 


A Wonderful Line 
for the Wholesaler 
In Stock—All leather 








upwards. Also a full 
line = dies’ Pump 











Straps. 
NU BABY SHOE CO., East Lynn, Mass. 


W-C.Gooddger 








Manufacturer of 
Children's Dlexible Durn Shoes 
For. T.22 BE 2. rd ely P 





89 Allen St. a ll PO a art 








HAVE YOU SEEN OUR LINES? 


FACTORY 1 FACTORY 2 

Slumber Slip) Soft Soles 
Rubber Boot Socks | Hand Made Moccasins 
Foot Comfort * Slippers nfants’ Turns 
(Double Eiderdown) (1-8) 





In Stock Now—Nature Lasts 


THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 








Soft _Soles and Moccasins 


our ey for our 
Geode W DO NOT sell 
pn Dy pine 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











|‘Bonita’ Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 


Send /ér Cata’ 


ALH. MartinG , 


Mehers ROCHESTER ny * 











“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 


Rochester, N. 
Boston Office, 212 ae Street 








H. C. BROWN COMPANY 
150 Lines Children’s Shoes 


Growing Girls to Flexibles 
Standard Merchandise 
Single Pairs or Cases 


Gen’! Offices, 155 Lincoln St., Boston, Mass. 








Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. : 
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Standard Shoe Materials 



























Colored 
Chrome 
Sides 


i] Beggs & Cobb, Inc., Boston, Mass. 














B. F. CH 






COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
184 Summer St. 
BOSTO) 
Formerly Walpole Shoe Supply Co. 








ZI. W. GODSOE, Pres. 







FANCY 





W. G. DONALD Vice-Pres. 


F. E. JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 
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The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


95 South Street 
Besten, Mass. 
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J, C. MEYER THREAD CO., 


MEYER THREADS 
and spool silks can be had in any 
size or color that is wanted. Also 
Diamond spool silks and Lockstitch 
thread. Be sure and order the Meyer 
thread and take no other. 


Manu- 


Lowell, Mass, 



















52 Chauney St. 





GUARANTEED 
TWO YEARS 
Hub Gore means ity and 
Service, because b wy eof 
See ana 
BOSTON OFFICE NEW bs | OFFICE 


way 





















BEADED 
BUCKLES 














AND NOVELTY EFFECTS 


PARISIAN BEADING WORKS CO. 
WALNUT STS., PHILADELPHIA 












































DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 

ic This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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pired. The complete terms of. agree- 
ment will be announced next week. 
They provide for the continuation of 


New 


BUSINESS IS NORMAL 


Let Down After Easter Was 
Expected 

A slight lowering of consumer activ- 
ity characterized the retail shoe trade 
here during the week immediately fol- 
lowing Easter. This was, in a large 
measure, expected, and brought forth 
few complaints from among the mer- 
chants. The colder weather also put a 
damper on Spring buying. The situa- 
tion, however, is far from pessimistic 
and retail merchants are inclined to 
think that business is holding up as well 
as present conditions warrant. 

Some merchants admit they are under- 
stocked. This condition applies more 
to the department stores and shoe de- 
partments in the specialty shops than 
to the stores that handle shoes exclu- 
sively. The manager of a shoe depart- 
ment in one of the best known specialty 
shops in the city, which also has stores 
in other cities, asserted that he more 
than turned his stock in March. This 
was not because of his large sales, al- 
though in pairs they beat last year, but 
because of the small amount of stock 
on hand. In turn this resulted from 
his close purchases and late deliveries 
from the factory. He says that shoes 
ordered as late as January 18th for de- 
livery before March 1 are just beginning 
to come into his department. 


Wholesale Business Quieter 

The slight let-down in retail activity 
was reflected in wholesale circles as well. 
Few orders were placed with manufac- 
turers here, or the representatives of 
out-of-town manufacturers maintaining 
selling offices in this city. They report 
some orders on hand, but not sufficient 
to keep the factories fully employed un- 
til orders for Fall shoes come in. On the 
other hand, a few of them are going 
ahead with stock to be kept on hand 
for immediate delivery during the Sum- 
mer months. One of the best-known 
men’s shoe factories in New England, 
with an office here, will make up about 
ten styles to be held ready for immediate 
delivery, beginning the latter part of 
this month. Last year, according to 
the salesmanager, about fifteen styles 
were made up for stock. In the ten 
styles now being made, it is interesting 


to note that there are but two models in 


plain oxfords. The rest all carry fancy 
tips, wing tips and plenty of punching 
and pinking. 
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the same scale of wages until October 
Ist, when the matter will again be con- 
sidered. 


York 


Hide Values Low 


In a business survey made by the In 
dustrial Bureau of the Merchants’ As- 
sociation of New York in the last few 
days in March, the following relative 
to leather and its finished products 
appears: 


LEATHER AND ITS FINISHED 
PRODUCTS 

“The wholesale leather market, with 
the exception of specialty shoes, is sti!] 
very dull. As far as hides are con- 
cerned, there has been no revival since 
the first of the year. Prices have gone 
steadily downward until they are now 
below pre-war levels. Even at these 
low figures the demand is dull. The 
one exception is calfskins. The reason 
for this is that the production of spe- 
cialty shoes has practically doubled in 
the last few months. On the first of the 
year these shoe factories in New York 
were running about 50 to 60 per cent of 
normal. Now most of them are orer- 
ating at normal and some of them are 
rushed. There are very few people in 
the shoe industry unemployed. The 
reason for this sudden change was that 
dealers did not place their Spring or- 
ders for specialty shoes until the last 
moment. Then the demand came with 
a rush. It is questionable, however, 
whether the present situation will con- 
tinue for any considerable time.” 


Price Still Important 


Price is still a paramount issue in the 
retail shoe business, according to lead- 
ing merchants. There is distinct evi- 
dence of an effort on the part of most 
merchants to feature shoes at $10 a 
pair or less. Oppenheim, Collins & 
Co. are featuring a variety of styles and 
patterns at $9.75 a pair, and have found 
it a popular price with the women. 
Saks & Co. last week advertised and 
displayed close to ten styles of men’s 
shoes at $8.75 a pair. Even such high- 
priced lines as the Bannister have 
shown a lower price level in at least 
one store. The Paul Shoe Company, 
_in the Hudson Terminal Building, 30 
Church Street, is selling Bannisters at 
from $12.20 to $16.50, the former price 
range of which ran from $15.60 to 
$23.50. 


Straps in the Lead 
Straps still have first call in womeu's 
shoes. Tongues are making only slow 
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progress, but some merchants anticipate 
that eventually they will displace straps. 
This development is not expected much 
before Fall, however. In the matter of 
heels, there is a divergence of opinion. 
One merchant who keeps an accurate 
record of the heel styles welling from 
day -to day, shows high wood Louis 
leading, walking or military second, and 
P.aby Louis third, although he is selling 
about four times as many Baby Louis 
heels this year as he did last year. A 
peep at his records showed that on a 
certain day last week he sold 605 pairs, 
of which 339 were Louis, 147 military or 
walking and 119 Baby Louis. Another 
day the total was 496 pairs, of which 270 
were wood Louis, 147 walking or mili- 
tary and 79 Baby Louis. Another day 
the total pairs numbered 729, with 386 
wood Louis heels, 217 walking or mili- 
tary and 126 Baby Louis. On Saturday 
his total sales were 859 pairs, with 406 
pairs of Louis heels, 239 walking and 
152 Baby Louis. 


Tide Setting Slightly Against 
Novelties 


Reaction from the novelty footwear 
is being taken advantage of by the 
Wanamaker store. One of their recent 
ads reads: 

“*T can’t get practical shoes any 
more,’ said a woman looking at the 
shoes in our show window. ‘Everything 
on the Avenue is fancy; some one ought 
to provide the more practical shoes. I 
like novelties, too, but I also want a 
plain, yet smart laced low shoe in my 
wardrobe.’ 

“If you can’t get these practical shoes 
on the Avenue, Madam, you can get 
them in the ‘Avenue of Shoes’ here.” 

The ad then listed oxfords in black or 
brown kid, tan or black calf, patent 
leather and white buck, with narrow, 
medium or wide toes, military, Cuban or 
French heels. Eleven styles were listed 
at $8.00; two at $8.50; eight at $9.00; 
four at $10.00, nine at $12.50 and two 
at $14.00. 


Children’s Shoes at ‘‘Half Price’’ 


Gimbel Brothers, in their basement 
stores, are offering 11,000 pairs of chil- 
dren’s shoes at “half price.” Seven 
thousand of these are Educator shoes 
and the other 4,000 are from other 
makers. The prices range from 65 cents 
to $2.95 a pair. 


E. J. Ramsey Company Increasing 
Capacity 


Owing to an increase in the volume of 
business the E. J. Ramsey Company, 
manufacturers of the Ramsey process of 
stitchdowns, have taken over the entire 
ground floor of their building. This 
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increases the capacity at least 50 per 
cent over the present—this with the 
equipment at present on hand. Addi- 
tional orders have been placed with the 
United Shoe Machinery Company for 
an increase in machine equipment, 
which, when installed and in operation, 
will double the factory capacity. 


I. Miller Store to Move 


After May 1, the I. Miller store on 
the Church Street side of the Hudson 
Terminal Building will be removed to 
the inside on the Concourse. 


To Investigate Cancellations 


The Wholesale Shoe League of this 
city has issued the following statement: 

“The Wholesale Shoe League of New 
York is co-operating with the Middle 
States Shoe Wholesalers’ Association in 
making a very careful investigation of 
the records of retailers whose business 
methods have been subject to criticism, 
particularly as to unjustified cancella- 
tions and return of merchandise. This 
investigation has been under way for 
about a month and will be continued 
as a permanent feature of the activities 
of these two organizations with the pur- 
pose of ascertaining definitely chronic 
offenders against business ethics. This 
information is being carefully compiled 
and recorded with the object of taking 
such action as will effectively stop such 
practices in the future. 

“It has been ascertained to some de- 
gree that the return goods’ trouble is 
not as great as is generally thought, but 
that it is largely caused by a compara- 
tively few retailers who are unfair and 
unreasonable. It is the purpose of this 
bureau to get at the facts and make 
them known.” 


A new findings show case, in which the 
shelves are really open top removable 
drawers, has been added to the findings 
department brought up to the front of 
the Cammeyer store in 34th street. 
The drawers are small and each one is 
fitted with a draw pull on the back that 
renders it easily removable from the 
case. Through this arrangement, the 
stock is on constant display and easily 
accessible at all times. 





Stock Keeping Discussed 


Stock keeping was the subject of a 
round table discussion at the meeting 
of the Buffalo Retail Shoe dealers at 
their meeting Wednesday night. It is 
pointed out that this is a matter of great 
importance to the dealers. Many of 
them, it is said, keep check of their stock 
only at inventory time, and it is of the 
utmost value to them to know at all 
times just how much stock they have on 
hand. 
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201 South Street, Boston, Mass. 
Telephone 4960-4961 
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Window Trim Material 














Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO.., Inc. 
380 Reade Street, New York 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 








EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
essive journal in the world pub- 
ished for the shoe merchant. 
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A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








SHOE BUCKLES 
kat OF EVERY DESCRIPTION 
BEADED AND METAL 
BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


ISMYRTLE AVE. BROOKLYN. NY 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - 








ye DETACHABLE BEADED | STRAP 
Genvere to the la ig’ 
Deeded ra ed strap pelfocta Made in all leathers 


Fashion Orsament Co. 15 TS Myrtle Ave, Breskiyn ~ Lm NE 
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78 Reade St. 
NEW YORK, N. Y. 
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namentation. Beading 
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Boston 


IMPROVING ALL THE WHILE 


Retail Shoe Merchants Pleased 
With Buying Attitude of the 
Public 

The retail shoe merchants, as well as 
managers of the shoe departments of 
Boston, are in a happy frame of mind, 
as they note a marked tendency on the 
part of the public, particularly those of 
the moneyed class to purchase, not only 
one, but two and three pairs of shoes at 
one time. This applies to the men, as 
well as to the women. 


Up to the Capitalist 

An instance is related of one of Bos- 
ton’s well-to-do men coming into a high 
grade shoe store and saying, “I want a 
couple of pairs of shoes. I have not 
bought shoes nor clothes for about two 
years. I have just purchased three 
suits of clothes and have now decided 
that I want two pairs of shoes for now 
—probably more later.” 

Said a prominent retail shoe mer- 
chant recently: “I believe that it is the 
province of the capitalist to start up 
things, and I feel that our newspapers 
should preach this doctrine. The 
wealthy people must buy, we cannot 
expect the factory workers to do so— 
in order that the retail shoe merchants 
may get rid of their stocks and in turn 
have confidence to place orders at once 
for Fall, keep the wheels of industry 
turning, give the factory workers a pur- 
chasing power, and to finish the endless 
chain, obtain for the capitalist a better 
return on his investment. 

“During the war, the wealthy people 
had money tied up heavily and the fac- 
tory workers were the big buyers. For 
instance, a factory worker of Brockton 
came into our store during the days that 
followed the signing of the armistice and 
bought a $24.00 pair of shoes. He 
handed the salesman a $20.00 and a 
$5.00 bill and on receiving his change, 
he handed the bill to the salesman— 
saying: ‘I am a cutter in a Brockton 
shoe factory—I earn more money than 
you do.’ Of course, the salesman re- 
fused to accept the tip 

“‘Now conditions have changed, the 
wealthy people have obtained the bene- 
fit of their investments, and the factory 
workers have spent their money. Con- 
ditions at the present time offer good 
opportunities of favorable purchase to 
the middle or salaried classes. We 
have customers coming in here of late 
whom we have not seen before for at 
least a year or two. We are selling high 
class merchandise to a marked degree 
on women’s ranging from $14.00 to 
$18.00, and on men’s, our volume seller 
is from $10.00 to $14.00, no more. 


“The well-to-do classes should also 
make up their minds that high grade 
footwear will never go back to the old 
$6.00 price. If we ever strike an $8.50 
to $9.00 average, it will be all that can 
be expected.” 


In Men’s Lines 

Men are buying almost altogether on 
low shoes—there is a marked and early 
tendency on their part toward oxfords 
this year—this was doubtless brought 
about by the warm weather that has 
on the average, prevailed. 

Blind eyelets and dark colors of tan 
are the volume sellers. The first con- 
sideration with the average man seems 
to be color, then novelties, then price. 


In Women’s Lines 

Never have the women of Boston 
been offered a greater diversity of style 
selection. One of the new models had a 
checkerboard pattern on its short little 
vamp in a patent and white kid; a sim- 
ilar style was shown in a patent and 
wine colored leather—these models car- 
ried Louis heels. Black satin in com- 
bination with jade green is very effec- 
tive. A pump of black satin stitched in 
white had two buttonholes worked in 
white on its one strap, and fastened with 
two buttons. A shoe in a rich brown 
Russia kid was a combination of Colo- 
nial buckle and strap effect. This at 
$10 made a very new and attractive 
offering. White stitching in graduated 
double rows on the satin or kid quarters 
is a new note in the artistic. These 
rows reach their highest point at the 
back of the shoe. A one-strap pump of 
black satin, full Louis heels, piped with 
red silk and fastened with a red stone 
button, set in rhinestones, is a very 
dainty creation. 


Shoe Repairing Active 

The shoe repairing business opened 
on Monday of this week with a rush. 
About two weeks before Easter, 
people bethought themselves that their 
shoes needed repairing, so they flocked 
to the repairers’ shops where they were 
received with open arms, for shoe re- 
pairing had been pretty dull up to the 
pre-Easter date mentioned. The shoes 
left for repair are in the main shoes that 
are well worthy of cobbling, and simply 
need a little “fixing up’ to make them 
almost as good as new. 


USE OF SIZE STICK 


Code of Ethics to Be Adopted by 
Round Table 


The Boston Retail Shoe Salesmen’s 
Institute held one of the most interest- 
ing meetings in its Round Table course 
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on Wednesday evening, March 30. A 
committee was appointed to draw up a 
code of ethics on the use of the size stick. 
This action was brought about by a 
letter recently received from L. F. 
Tuffly of Krupp & Tuffly, Houston, 
wishing to know how much the size 
stick should draw over. Various opin- 
jons were expressed, the result being 
that Mr. Tuffly was sent word that the 
Round Table group was developing a 
code of ethics in shoe fitting, which they 
would adopt and distribute. It is the 
intention of the members of the Round 
Table to subscribe to the decision 
adopted. The committee appointed 
was J. D. Upling, R. G. Whittet, L. W. 
Hollis, Henry Dahl, Miss Isabel Ken- 
ney. The committee will canvass the 
whole situation, carefully discuss the 
best practices, and draw up a set of 
plans on the correct use of the size stick. 


Buck Leather Discussed 


The subject of genuine buck was 
cleared up—shoes of genuine buckskin, 
from the store of Thayer, McNeil Com- 
pany were brought in by Percy E. 
Thayer and exhibited. A discussion 
brought out the information that buck 
is the skin of the deer finished on the 
grain side, and has a stiffer nap than 
ooze; ooze being flaky, while the fibers 
on buck stick up. Cecil Q. Adams of the 
Bristol Patent Leather Company said 
that he would submit at a later date his 
coat, containing 45 skins from buck deer 
shot by himself, and the skins tanned by 
Richard Young Company. Some sam- 
ples of genuine kangaroo will be shown 
later by Richard Young Company. 


Calf Leather Treated 


The different kinds of calf leather 
were named, as follows: Russia, Wax, 
Mat, French, Box Velour, and Boarded. 
B. W. Rankin, who was scheduled to 
appear and direct the discussion on 
calfskin, was obliged to go to New York, 
and Major Charles T. Cahill told how 
the boarded effect on calf leather was 
produced and gave much other valuable 
information oa the leather subject. A 
snuffed calfskin was shown and Scotch 
grain was discussed, Mr. Upling con- 
tributing some interesting information 
thereon, as did also Mr. Adams. It was 
brought out that leather was snuffed to 
make it smooth and boarded to make it 
rough. 

Velour calf was described as a smooth- 
ly finished skin; mat calf, leather with a 
dull finish. Major Cahill said that when 
Russia calf was first made in this coun- 
try, the calfskin was tanned with the 
use of gambia, and colored, but no one 
could be convinced that it-was Russia 
calf, because it was scented with birch 
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oil; then came the problem of getting 
proper dressing for it. It was necessary 
to find a new method of using a peculiar 
cream in order to have it redressed and 
cleansed. One of the chief characteris- 
tics of Russia leather named was its 
smoothness. 


Suede Leather Defined 


Suede was defined as generally calf 
skin finished on the flesh side. Theim- 
portance of the proper chemical qualities 
in water was stressed, and the reason 
why tanneries in former years were 
obliged to locate in cértain sections. A 
case was illustrated by Mr. Adams ofa 
German who spent from four to six 
months in America studying a glazed 
kid process, with an expenditure of 
$20,000 for various formulae, and yet on 
his return to Germany did not make it 
correctly on account of the water supply 
not being right—it was finally necessary 
to bore an artesian well, and this is done 
now in the case of new tanneries. Major 
Cahill cited the case of an experiment 
with a certain American tannage, and 
the inability to get the right color into 
the leather, due to the fact that the 
water from the Concord river contained 
too much oxide of iron. 


Patent Leather Discussed 


Patent leather was referred to as 
having a special place in the shoe trade, 
because it shows up well as a dress shoe, 
has brightness and beauty. Patent 
leather was referred to by Mr. Evans as 
“‘one of the romances in the shoe indus- 
try.” Patent leather ‘troubles’ were 
discussed and proved to be wholly un- 
necessary if the right care were given to 
patent leather footwear, and shoes 
thereof were worn for the right purpose. 
Many instances of hard usage were cited 
as an example of the good wearing qual- 
ities of patent. For instance, Mr. Up- 
ling stated that when he sold shoes in a 
retail store at Caribou, Maine, a young 
man bought a pair of patent leathers 
and wore them to a dance—the next day 
he put' them on to plough in and liked 
them for that purpose so well that he 
used them for a whole week as a follower 


of the plough. At the end of that time, - 


the shoes needed only.a coat of dressing. 
Mr. Upling further stated that patent 
leather would outwear any other leather 
twice. Mr. Adams stated that patent 
leather was a difficult leather to make, 
but the genuine variety should give no 
trouble—in fact, that it does not cost 
anything to guarantee it, that when Cor- 
ona Colt was first produced it was guar- 
anteed for several years, and perhaps 
the cost might be estimated at one-half 
of one per cent. Mr. Adams stated that 
he had worn nothing but patent leather 
shoes for the past twenty years; that 
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Boston, Mass. 











IN-STOCK 


Children’s Flexible 
Turns, sizes 1 to 8 
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Miscellaneous 
“SILVERITE” 


Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“‘A Service Trade Builder.” Send for our com- 
plete catalog of Shoe ee, 1 High 


E.G: 5.5.00, Mig 81, High St, Boston, Maas, 3 


orrek FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for 
your Booklet, or hw “pf if you yon pinse 
the printing with us; or we will shoe elec- 
tros at Fat $1. 25 each. 

SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Boston 














Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
allen Arches 


ELASTIC TIP COMPANY ) 
Boston, Mass., U.S. A. 













KELLY KARDS 


Have been the standard retailers’ 
window cards for eight years 
ASK US ABOUT KELLYKARDS 
“The Signs of Life” 
F, B. KELLY CO., INC. 


508-512 St. Paul Rochester, N. Y. 








Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS, 
HOUSE ORGANS 
Send for Samples and Prices 
F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 
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A BULLSEYE 


Dead center, every shot, no 
matter where others may 
land, is the record of the 


LUNDIN Shoe 


Superior Durability, un- 
equaled Comfort and un- 
surpassed Style have made 
these fine Men’s Dress 
Welts the greatest Trade 
Winners the Shoe Mer- 
chant can “shoot.” 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN CO. 


Manufacturers 
SAINT LOUIS, 
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he thought if there were any unfavorable 
criticism against patent leather it arose 
from the old days of stiff, vegetable 
tanned leather—that patent leather is 
now chrome tanned. 

The different kinds of patent leather 
were named—colt, kid, calf and split. 
Mr. Adams brought out the fact that no 
patent calf of any consequence is made 
in this country; he said that on patent, 
side and calf leathers, the finish is bright 
and more glossy than on colt and kid; 
that the aim of the patent leather tanner 
is to make the finish as thin as possible, 
so as to see the beauty of the grain 
through the finish—the thinner it can 
be made, the better patent leather it is 
considered. 


Upton Makes Good Point 


R. L. Upton, assistant buyer at the 
shoe department of the R. H. White 
Company’s store, stated that he had 
worn patent leather shoes for the past 
year and a half; that he had worn them 
constantly, and that they had taken 
three pairs of soles. “‘For wearing qual- 
ities under the right conditions, patent 
leather shoes are excellent,” said Mr. 
Upton. It was emphasized that when 
patent leather shoes were sold is the 
time to bring forth shoe trees and also a 
good patent leather paste; that soap 
and water makes a good dressing for 
patent leather, also a good patent 
leather paste, but that the customer 
should be warned not to apply too much 
paste. 

Mr. Upton said that most everyone 
buys patent leather shoes for dress pur- 
poses and that it is observed more 
closely and subjected to more criticism 
than other leathers. He felt that the 
education of the public as to what 
patent leather would do under proper 
conditions is necessary; that the public 
should be educated on how patent 
leather will wear and the good qualities 
of the leather, and that the public 
should be educated through the retail 
salesmen. It was brought out that the 
customer should be taken into the con- 
fidence of the merchant, that the cus- 
tomer after wearing patent leather 
shoes once, should wipe them off with a 
damp cloth, and the next time have 
them polished with a liquid or paste 
combination. 


Fred Small Explains 


Fred Small, shoe buyer for the Gil- 
christ Company shoe department, re- 
marked that complaints against patent 
leather are due to the fact that the 
wearer does not understand the leather; 
that customers are afraid that when the 
patent leather pipes, the pipes will go 
right through the leather, and that 
when it is explained to the customer that 
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the leather will not break any more after 
many times wearing, he or she is satis- 
fied that this is so. 

Mr. Small said that he finds that 
trouble results if the factory tries to 
refinish a patent leather shoe after it is 
made—that sometimes the factory will 
apply a patent polish that is not good, 
and instead of restoring the original 
lustre will spoil the shoe. Mr. Adams 
replied that it was possible to fix a tip 
in the factory, but not a vamp—that 
as soon as you bend the foot the ap- 
plied preparation will flake the vamp. 
“Sometimes in a _factory,’’ said Mr. 
Adams, “‘when a dull patent leather 
shoe comes along for packing, the fore- 
man of the finishing room will use a 
preparation which ruins the leather. 
I found one man who was using a salt 
preparation, when he should have used 
an oil dressing.” 


Use Shoe Paste Sparingly 


James H. Creed asked why some shoe 
manufacturers who made up shoes from 
patent leather enclosed a card stating 
that they do not warrant patent leather. 
Mr. Adams replied that the little note 
of warning is a relic of the dark ages and 
arose perhaps from the days when 
patent leather was very popular. Some 
shoe manufacturers were making as 
high as 85 per cent of their production 
for two or three seasons on patent 
leather shoes—sometimes the manu- 
facturers would use inferior tannages; 
sometimes when the shoes first com- 
menced to wear and the little checks 
appeared the people did not under- 
stand it. Oftentimes shoes were 
spoiled by the amount of paste applied. 
but after the paste was removed the 
shoes were all right. 


‘When I put oa a pair of patent 
leather shoes,’”’ said Mr. Adams, “‘I wear 
them for three months before doing 
anything except to black the edges. I 
then moisten them a little and rub them 
with a rag. The next step is to have 
them shined, and then rubbed with a 


” 


rag. 
Guaranteeing Patent Leather 


Mr. Evans commented on the phrase, 
‘‘We do not guararitee patent leather.” 
Said Mr. Evans: “Some years ago 
when I was in Seattle, a man had a sign 
which read: ‘I do not guarantee patent 
leather.’ I asked the proprietor if he 
guaranteed any other kind of leather, 
the man replied that he did not. Then 
why specify patent leather?” Mr. 
Evans referred to the way in which 
patent leather was treated, with its 
daub and japanned coats, which gave 
a very strong leather. 

A young woman mentioned that 
vaseline was a good cleaner. 
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Mr. Adams showed the excellence in 
the production of patent leather; he 
stated that the present leather does not 
break through, as did the old German 
patent leather. He then went into a 
very minute description of patent 
leather making. 

H. T. Melbye, sales manager for the 
Bristol Patent Leather Company, was 
also present and assisted Mr. Adams in 
presenting the subject of patent leather. 


EVOLUTION OF LEATHER- 
MAKING 


Presented by J. Dudley Smith of 
Tanners’ Council 


At the close of the session, J. Dudley 
Smith, District Manager of the Tan- 
ners’ Council, delivered a lecture on the 
subject of romance or evolution of 
leather making, which was illustrated 
with 200 attractive colored slides. 

The lecture gives the historical side 
of leather rather than the technical, be- 
ginning with the Stone Age and coming 
down through the ages to the present 
time. A number of slides were shown 
of the various unusual uses of leather, 
both ancient and modern, and illustra- 
tions were given of the primitive meth- 
ods used in the tanning industry several 
centuries ago as well as a number of 
recent inventions, such as the splitting 
machine, Sheridan Press, unhairing and 
measuring machines and discovery of 
chrome tannage. 


Where to Buy 


Ballet Slippers 
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“Jronclad”’ 


—_ SHOES 
lmost impossible 
to wear them 
out. 
Made in 
Leather and 
Caneas. 


Philadelphia, Pa. 







BROOKS SHOE MFG. CO. 








A REAL HIGH CLASS 
BALLET 


Finest Workmanship 
Women's Black vici, Sizes 2 be Dikaes $1.75 
Misses’ BE COB. cccce 1.65 
Child's “ “ “ 8t010i..:: $1.55 

Second Grade Vici Kid, $1.40, $1.45, $1.50 


punter 
TAN SHOE C0e in 74 Rede Se, NL T.C. 











326 W.MONROE ST 
CHICAGO 
Ww" SUMNER SMITH 
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Bleecker 


—SHOE— 


For Particular Women 
ANOTHER BLEECKER LIVE WIRE 


No. 7000—Black Patent Vamp, Gray Suede Quarter, 
Cov. 18-8 LXV, Turn $7. 


No. 7001—Brown Kid Vamp, Brown Suede Quarter, 
Cov. 18-8 LXV, Turn $7. 
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Stylists 
Originators and Creators 


148-150 DUANE ST., NEW YORK CITY 


BOSTON OFFICE 111 LINCOLN STREET D. P. GALLAGHER, Rep. 




















THE “DOUBLE KICK” 
IN “DULL TRADE” 


It is human nature to tire of shoes or any other 
wearing apparel for that matter. 

People enjoy seeing new styles, so showing “‘pairs” 
helps to put across your idea for selling more shoes. 
Our “‘flat tops” help you to put the “double kick” 
in your Sales efforts. 

It just takes a minute to ask us for catalogs. 

By placing that word on your letterhead and mail- 


PUTTING 





“Make 
Buyers Out of 
Passersby” 


Adam 


Designs 


ing it to our address— 

You will receive our complete fixture guides, which 
are decidedly handy for any man to have in his 
business library. 


NEW YORK 
35 W. 32nd St. 


aes Hugh Lyons & Co. Lansing, Michigan CHICAGS.2 S. Franklin 
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The sources of the hides and skins 
were shown, indicating in each case the 
vast numbers coming from foreign 
countries. Slides showing the different 
kinds of tanning materials were also 
shown, giving the countries where same 
are produced. 


Ancient Exhibits 


Exhibits of leather buried for several 
hundred years dug up and found to be 
in an excellent state of preservation were 
also shown as well as ancient leather 
drinking cups and leather buckets used 
by firemen in fighting fires before tin 
buckets and rubber hose were invented. 

The grain of the different kinds of 
leather was shown which were magnified 
about 45 diameters in order to bring out 





J. DUDLEY SMITH 
District Manager Tanners’ Council 


the fine features of the grain. During 
the French Revolution human skin was 
tanned into leather and the grain of 
the human skin was shown by one of 
the slides. 

Interesting pictures of old tanneries 
were shown as well as modern up-to- 
date ones. 

The main object of the lecture was for 
entertaining and educational purposes 
and contained nothing that could be 
considered too technical for a layman to 
thoroughly understand and appreciate. 


Offices Moved 


Putnam & Cross and Francis S. 
Cutler, both of Lynn, have removed 
their Boston offices from 108 Lincoln 
Street to 110 Lincoln Street. 
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Haverhill 


FACTORIES CONTINUE BUSY 


“After Easter’’ visiting shoe buyers 
are following the “before Easter” buy- 
ers who have been in Haverhill during 
the past few weeks. Frequently they 
are the same individuals—men who 
represent stores which placed their or- 
ders for Easter goods, but were unable 
to get all they required or have sold 
more goods for the Easter trade than 
they anticipated and are in need of 
replenishments. These buyers are call- 
ing on Haverhill factories and placing 
orders for ‘‘as quick as possible” deliv- 
eries, even as they were doing before 
Easter. Novelties in women’s footwear 
are in active demand. Haverhill manu- 
facturers, whether making turns, welts 
or McKays, are continuing a campaign 
of novelties, working out new designs, 
also striving for production in those 
styles which have proved strong sellers 
during the Easter season. The con- 
sensus of opinion here is that Haverhill 
factories will be busy for many weeks to 
come, filling orders for immediate de- 
livery from insistent buyers. Produc- 
tion is speeded up to a considerable 
extent, and the daily output of the fac- 
tories is much more satisfactory than 
at any time for months past. 


Goods from Stock Departments 


Several concerns in this city are 
planning to enlarge their stock depart- 
ments in response to an unmistakable 
‘demand from the trade to buy goods 
out of the manufacturers’ stock accord- 
ing as these are needed for immediate 
use. This stock-carrying feature of 
Haverhill factories is one which is being 
rapidly developed, and will, in the fu- 
ture, be a permanent and important 
part of Haverbill’s shoe manufacturing 
industry. One of the concerns which 
has recently established a stock depart- 
ment is Hopkins & Ellis, who, begin- 
ning May 1, will carry several styles of 
women’s novelty turn styles for imme- 
diate delivery. These include white 
and colored kid shoes in strap and colo- 
nial patterns with the popular Louis 
and Baby Louis heels. 


Men’s Leather Slippers 


Notwithstanding the large output of , 


women’s footwear in Haverhill fac- 
tories, there is also a considerable 
amount of men’s footwear produced in 
this city. These include men’s McKay 
and welt street shoes, also men’s slip- 
pers. The latter goods are confined to a 
few concerns, most of which have been 
producing men’s slippers for many 
years. One of these, Hazen B. Good- 
rich & Co., have for a long period pro- 


duced men’s fine turn slippers in con- 
nection with their line of women’s high- 
grade turn footwear. They are now 
preparing samples of men’s leather 
house slippers in the staple patterns, 
such as opera, nullifier and Everett. 
These are featured with a few of the 
more fancy designs, such as the Cava- 
lier or boot slipper. This concern has 
also been identified for many years 
with an in-stock line of men’s and boys’ 
patent oxfords and pumps for party 
and dress wear. 


Selling for Summer Deliveries 


In reference to the continued de- 
mand for women’s novelty styles from 
Haverhill factories, this incident is of 
interest. A junior member of one of 
Haverhill’s leading concerns making 
women’s fine novelty turns started on 
a selling trip for the purpose of selling 
goods for May deliveries. He had not 
been out a week when he received word 
from his partner instructing him to re- 
turn, as orders on hand filled the fac- 
tory to capacity for May deliveries. 
Now, the manufacturer is starting on a 
trip to take orders for June delivery. 
This confirms the conviction shared 
among the Haverhill trade that there 
will be a substantial business for the 
next three months at Haverhill fac- 
tories for deliveries according to mer- 
chants’ immediate needs. 


Factory Payrolls Increasing 

As indicating the continued prosper- 
ity of Haverhill’s shoe manufacturing 
industry and the increasing demand for 
Haverhill-made novelty footwear, the 
sizable amount of money paid out by 
manufacturers to their employes is of 
trade interest. For the last week in 
March the payrolls of Haverhill con- 
cerns, principally in shoes and acces- 
sories, was approximately $555,000. 
These figures mark a new record for the 
year 1921. A steady gain of 10 per 
cent or more each week in the amount 
of money paid to factory employes has 
been the rule. The so-called Easter 
season imparted to the trade here an 
impetus which will carry it through the 
later Spring months on a continued 
large scale of factory production. 
White goods, which are now coming to 
the front, will, in the opinion of the 
trade here, bring a large business to the 
factories during the next two or three 
months. 


Changes in Boston Offices 
Hopkins & Ellis, whose Boston office 
was formerly located at 108 Lincoln 
Street, have removed to 110 Lincoln 
Street, on the second floor, where they 
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If You Have Ever Moved | 


you. know how anxious we are to have our stock reduced to a 
minimum before we move May lI. 


This Desire Is Reflected In Our Prices. 


If you can use Desirable, Staple Footwear 


Write For Our Removal Circular. 


Take advantage of the lowest prices of the year and make money 
while the others are idle. 
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have accommodations for the display 
of the “H & E line” of women’s turns. 
E. A. & M. C. Witherell Company, 
whose Boston office has heretofore been 
lccated at 147 Lincoln Street, have re- 
moved to 207 Essex Street, Room 211, 
where they are showing their line of 
women’s turn boots and slippers to 
visiting trade. 
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Shoe Firm Granted Charter 


Wiswell-Porter, Inc., has been grant- 
ed a charter under the laws of Massa- 
chusetts to manufacture and sell boots 
and shoes. The capital stock is $25,000. 
Officers and directors are: President, 
Harold L. Porter; treasurer and clerk, 
Nellie A. Joy; and Harry E. Wiswell, 
all of Haverhill. 


Brockton 


STORE MANAGEMENT TREATED 


Retail Manager Talks on Leases, 
Window Construction, and Wages 
Daniel W. Packard, manager of the 
\W. L. Douglas Shoe Company retail 
stores, gave a talk recently at the 
Retail Merchants’ Bureau of the 
Brockton Chamber of Commerce, 
describing his method of promoting 
sales. There were about 50 merchants 
present. Mr. Packard stated that the 
selection of store location should be 
governed by the class of trade to which 
the merchant intends to appeal. If he 
wishes to cater to the carriage trade he 
should select a site where a majority of 
merchants cater to that class of business. 
Regarding the problem of leases, Mr. 
Packard said that every merchant 
should have a good understanding of 
his lease before he signs it. He added 
that 99 per cent of leases are drawn for 
the owner rather than for the lessee. 
He spoke of the necessity of a fire clause 
in a lease as important for the protec- 
tion of the merchant, offering as an 
illustration that if a store should be 
leased at $5,000 a year without a pro- 
tection clause, the merchant would not 
only have to pay his year’s rent but 
would have to replace the building. 
Window construction he advised should 
be changed at least every two years. 


The Hiring of Clerks 

Regarding the choice of clerks he 
suggested that an elderly merchant 
should have young clerks, and a young 
merchant older clerks, for the purpose 
of having the salesforce varied in its 
make-up. Clerks’ wages, he said, should 
be according to a man’s worth, other- 
wise the merchant is likely to lose him. 
Personally, he favored the bonus, 
which gives a clerk the feeling that he is 
making good. Mr. Packard stated 
that the best method of paying clerks 
is by a weekly drawing account rather 
than a lamp sum. If a clerk is given 
$50 in a lump sum he is more likely to 
live up to it rather than if he has an 
allotment. 





To Increase Output 


George E. Keith Company has in- 
creased the output of its large plant in 


Campello and in this city. The No. 3 
factory will resume operations on a 
basis of 80 per cent of its capacity. 
The factory will continue on this plan 
indefinitely, employing about 400 per- 
sons. The concern’s factory in Middle- 
boro will also resume production. The 
No. 1 plant in this city is in continuous 
operation. All these plants are manu- 
facturing men’s shoes. The South 
Boston and East Weymouth factories 
are in full operation on women’s shoes. 
The new No. 11 factory of this city 
will be devoted exclusively to the 
manufacture of women’s footwear. 


Improved Trade Conditions 


Harold C. Keith, President of George 
E. Keith Company, who recently re- 
turned from a trip through the Middle 
Wst, states that he found merchants 
hopeful of good business during the 
next six months. He says that the sale 
of women’s novelty shoes is reported as 
large, with men’s lines in less demand. 
Regarding the latter, President Keith 
states that competition is keen and that 
all are making a strong bid for men’s 
business. George E. Keith Company 
recently sent out salesmen with new 
samples of men’s and women’s Walk- 
Over footwear, Excellent reports and 
orders are being received from these 
new styles. 


Additional Factory Space 


The Brockton Shoe Manufacturing 
Company, occupying a factory in 
the Campello district of the city, 
has taken an additional floor in that 
building. This is being fitted with 
machinery and otherwise put into con- 
dition for operation. The added space 
covers 13,000 square feet, which will 
give the concern a daily capacity of 150 
dozen pairs. In the line of men’s welts 
which is now being produced by this 
concern is being shown a variety of 
samples in the saddle strap oxfords. 
There is also a showing of men’s sport 
oxfords in a variety of white, black and 
tan combinations. A new departure 
of this house is the making of women’s 
welts. These include a strong showing 
of white sport footwear, corresponding 
to that being gotten out in the men’s 
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welts made by this concern. The new 
factory addition will be used exclusively 
for the production of women’s footwear. 


Increased Business Predicted 


C. Chester Eaton, head of Chas. A. 
Eaton Company, shoe manufacturers 
of this city, is optimistic regarding busi- 
ness conditions for the future. Charles 
A. Eaton Company is one of Brockton’s 
largest concerns, and at the present 
time has an excellent output of the 
Crawford and Eaton footwear. A line 
of sport shoes has been added, which 
shows many attractive and up-to-the- 
minute novelties in this class of foot- 
wear which, by the way, promises to 
be in great favor among merchants 
everywhere during the coming months. 
Women’s welts will be added for the 
coming season. 


Sport Shoes Selling 

Brockton manufacturers are receiving 
substantial orders from retail merchants 
on the lines of men’s sport shoes which 
are being shown by their traveling rep- 
resentatives. There is a wide variety in 
these patterns; many combinations of 
white buck with light and dark colored 
leathers, saddle straps, tips in both plain 
and wing effects, etc. Merchants will 
no doubt appreciate the opportunities 
thus offered for additional sales through 
window displays and local publicity for 
this class of footwear, which is steadily 
growing in popularity in both men’s and 
women’s welts. 


Shoe Shipments for March 

Brockton shoe factories shipped dur- 
ing the month of March 83,465 cases. 
During the corresponding months last 
year there were shipped 67,938 cases. 
This is an increase of 15,527 cases over 
March, 1920. It is also a substantial 
advance over the 48,930 cases shipped 
out of the city during the month of 
February of the present year. 





New Store in Atlanta 


Ward’s Shoe Store officially opened 
for business in its new quarters at 21 
Peachtree Street, Five Points, Atlanta, 
Georgia, on Saturday, March 19. On 
December 24, fire destroyed the stock 
and fixtures, but now is refurnished 
most attractively. 

Two large display windows are on the 
store front. These windows showed 
snappy Spring footwear, just from the 
market, as a result of a recent trip by 
the owner, Sam Smullian. The store 
has enjoyed a splendid business since its 
opening. Mrs. L. A. Mills has charge of 
the Ladies’ Department and Dave Pearl 
in charge of the Men’s Department, 
while Sam Rosen is store manager. 


' 
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If that early Spring tired 
feeling has taken posses- 
sion of your trade inject 
some pep into it by 
adding these live ones 

to your line. Do 
ernie, sence it now. Ready to 


No. 616—Black Kid Two-Strap. Single 
Sole. Covered Full Baby Louis 


Peggy Two Strap 











Hee \e 
No. 617—Brown Kid } Rosie. Single 
Sole, Covered Full Baby Louis 

PU a cckdudicdeccccseneeus 5.75 


Peggy Iwo Strap 








A Two-Strap Pattern with just enough 

fess to make it the choice of the young 

‘olks. Made in Goodyear Welt on_the 

Broadway Last with a 13-8 Cuban Heel. 

No. 765—Black Kid with Dull Calf 
Straps 


No. 766—Cocoa Calf with Cocoa Calf : 
Straps 4.50 
Widths AA to D 


Thomson-Crooker 
Shoe Co. 


18 Station St. 


Boston - Mass. 





Betsy Colonial. Made in Levor Black, Betsy Colonial. Made in Levor Black, 
Brown and Gray Suede, Full Covered Brown andsGray Suede, Full Covered 
XV Heel, Single Sole, 5th Avenue Last. Baby Louis Heel, Single Sole, Wellesley 
A to C. Last. A to C. 

No. 641—Levor Black Suede .......... $5.00 No. 611—Levor Black Suede .......... $5.00 
No. 643—Levor Brown Suede.......... 5.00 No. 613—Levor Brown Suede.......... 5.00 
No. 645—Levor Gray Suede........... 5.00 No. 615—Levor Gray Suede........... 5.00 
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New Officers of 
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Columbus Shoe Club 





WILLIAM A. SCHWARTZ 
Vice-President 








Columbus 


POST-EASTER BUSINESS GOOD 


Shortage of Novelty Styles, How- 
ever, Proves Embarrassing 

With the pre-Easter selling season 
now over, merchants find their stocks 
of novelty footwear very much de- 
pleted and have sent their buyers to the 
Eastern markets to obtain new stocks 
for at-once delivery. 

The past week has been a very good 
week in sales of footwear, and with 
warmer weather coming on the mer- 
chants are at a loss as to what to do for 
the “‘best selling styles.”” As has been 
stated many times. before, the styles 
that would be the most in demand for 
Spring would be impossible to obtain 
when the merchants would be in need 
of them, on account of the factories 
being unable to fill all the orders for all 
the merchants at the same time. This 
statement is now proving true, as many 
of the shoe dealers find their stocks low 
and are unable to obtain the wanted 
styles in short order. Several of the 
leading merchants say that “‘we can 
sell any kind of the novelty footwear 
we can obtain; the trouble is in obtain- 
ing this style of goods.” 


Murphy Shoe Company Moves 


The Murphy Shoe Company, which 
was located at 243 South High Street 
for many years, is now located one door 


HARRY C. GREINER 
President 





WILLIAM A. HARDIN 
Secretary 








south at 247 South High Street. Their 
lease having expired at the former loca- 
tion, they were very fortunate in ob- 
taining a lease on the next room, into 
which place they moved Aprif Ist. 


To Occupy New Morehouse-Martens 
Store Soon 


The new home of the Morehouse- 


Martens Company will be completed 
and ready for occupancy the latter part 
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GEORGE W. HACKENBURG 
Re-elected Treasurer 








of May. L. P. Warner, manager of the 
shoe department, which will be in a 
very choice location on the second floor 
of the new building, expects to be able 
to open his department the first of June. 
He will add a line of misses’ and chil- 
dren’s footwear to the ladies’ goods 
when he cpens in the new store. At the 
beginning of the Fall season Mr. War- 
ner will add a line of boys’ and youths’ 
footwear to his department. Mr. 
Warner is now in the East buying his 
new stocks for the opening of the new 
building. 


Buyers Visit East 


L. J. Bergman of the A. E. Pitts Shoe 
Company and Mary L. Roberts of the 
F. & R. Lazarus & Co. spent some time 
in the Eastern markets recently. Both 
report conditions as very much im- 
proved. 


J. J. Baird Made President of A. E. 
Pitts Company 

Due to the death of A. E. Pitts, who 
was president of the company bearing 
his name, John J. Baird becomes presi- 
dent and general manager of the A. E. 
Pitts Shoe Company. He has asso- 
ciated with him, as other officers of the 
company, Frank A. Evans as vice- 
president; Lora M. Charlton, secretary 
and treasurer. L. J. Bergman and 
Fred W. Baird were also appointed as. 
directors to serve with the officers of 
the company. All of the above have 
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GREY NUBUCKS—IN STOCK 





Anticipate 


Your Style 253—All Gray Nu- 
buck, 17-8 Covered Wood 


Requirements Louis. Heel, Turn. 


Style 257—All Gray Nu- 
ORDER buck, Baby Louis Heel, 


TO-DAY Turn. Price 











- SIZES IN ST K 
Terms: — Terms: 


Net 30 Days : Net 30 Days 
D 


JOY, CLARK & NIER, INC., —‘ Rochester, N. Y. 























REPCO---your customers want it 


fearco is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better 
order some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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been associated with Mr. Baird in the 
Pitts Company for many years. The 
policies of the company will be the same 
in the future as in the past, ““Depend- 
able Footwear”’ being their selling motto 
since 1880. 


Lape-Adler Capacity Is 4,000 Pairs 
Per Day 


in the advertisement of the Lape- 
Adier Shoe Company, appearing in the 
March 19 issue of the “Recorder,” it 
was stated that “the capacity of the 
faciory will be 400 pairs.” This was an 


error. The capacity of this new plant 
is just ten times that figure—4,000 pairs 
per day. 

Local plants are all running at ca- 
pacity. Several of the factories have 
been running overtime in order to in- 
crease production. Salesmen covering 
this territory for the jobbing houses 
report that conditions throughout the 
farming communities are improving 
greatly, and expect it to be normal by 
Spring planting time. They also state 
that the sale of white goods is very 
good, and that tennis and outing goods 
are being sold very freely. 


Salt Lake City 


‘‘“SHOETERIA”? THE LATEST 


“Help Yourself” Is the 
Merchandising Plan 


Salt Lake City has a “‘Shoeteria.”’ It 
has been opened at 221 South State 
Street and will be under the manage- 
ment of R. R. Hansen, formerly of the 
Ottenhiemer Company. _. Mr. Hansen 
will have as his associates P. J. O’Sulli- 
van and T. F. Farrell who have been 
with the Hamilton-Brown Shoe Com- 
pany. This is the latest thing in the 
“help-yourself” plan of merchandising 
between Denver and the Pacific Coast, 
it is stated. The new store carries a 
complete line of shoes for both sexes, 
including work shoes, which are not 
carried now by several of the leading 
merchants of the city. Mr. Hansen 


and Mr. O’Sullivan are very optimistic 
over the outlook for business. 


Men’s Line Added by Cutler 


Cutler Bros., the well-known firm of 
men’s clothiers on South Main Street, 
have added a line of men’s shoes of the 
better quality, and are showing them 
in their windows. 


Outlook Good, Say Merchants 


Business is improving in Salt Lake 
City and some of the retail merchants 
speak enthusiastically of the future. 
Buyers are still refusing to “plunge,” 
however. One of them declares he would 
rather lose sales than “load” himself 
again during the present economic 
unrest. 





Cleveland 


MARCH A GOOD MONTH 


Merchants Playing Style Have Made 
Sales Records 


Merchants in this city have taken 
stock of the Easter business and the 
average dealer has found that he is with- 
out cause for lamentations. March also 
has been a particularly good month. 
The dealer who has been smart enough 
to keep abreast of the new models that 
have come out this year with greater 
frequency than ever before has had 
about all the business he could attend to. 
This is the opinion of one of the execu- 
tives of a chain of stores, that has had 
a fine business here and in every city 
where there is a branch store. 


This chain of stores has a buyer con- 
tinually on the move for models. With- 
in the last month he has inspected every 
model that the manufacturers in St. 
Louis, Milwaukee, Boston and Cincin- 
nati have made up. But his inspection 


does not end there. He goes into the 
designers’ offices and learns what the 
factory has in process of manufacture. 
He has a sample shown him and then, 
if it is particularly appealing, he buys. 
Not in large quantities for each store, 
but just enough to supply what he 
thinks will be the demand for that par- 
ticular model. That leaves the agent 
in a position to buy anything new that 
appeals at any time. 


Advertisements Should Be Watched 


The storekeeper whose organization 
or financial backing is not strong enough 
to enable him to keep a buyer on the 
road, can help himself by watching the 
advertisements. Never was it so im- 
portant to keep abreast of developments 
in shoe manufacturing, according to the 


‘executive of this chain of stores. This 


same officer says that March was as 
good a month in a store located in East 
Fourth Street, as was any previous 
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month of March in the history of the 
store. And he ascribes this to his ability 
to keep on display continually new 
models of shoes. 





Slight Let-Up in Demand for Grays 


Dealers here say that they have ex- 
perienced a letting up in the demand for 
gray shoes since Easter. Gray was the 
popular color before the dawn of the day 
that is noted as the greatest day of all 
for dress, but brown and black, in all 
sorts of novelties now seem to have the 
call. Difficulty in keeping the gray 
shoes in order is said to be the cause of 
the let-up in the demand. True, most 
of the early gray shoes that were sold, 
were easier to keep clean, but as the 
demand for them continued and they 
flowed in from factories that were rush- 
ing through orders, it seemed that the 
nap was not so good.- So when the 
women consumers go to the stores and 
ask for new models they state their 
complaints. And in buying a new pair 
of shoes, they get some other color than 
gray. 

Women Contribute Bulk of 
Business 


The dealer who is not making an es- 
pecially keen drive for the business of 
women these days is making a mistake, 
according to a store proprietor, who is 
not overlooking the feminine portion of 
this city’s population in his advertise- 
ments. For some time there has been a 
large army of idle men in this city and 
in every other city. 

Most of the women and girls who 
were on light production are still work- 
ing. All the establishments in the tex- 
tile industry are going full force, and as 
this is a large industry in this city, 
thousands of women have been earning 
good salaries in the last twelve months. 
Women are far better dressers than 
men. They are not content to wear an 
old pair of shoes when there are new 
models on display. Every time they 
see new styled shoes worn on the street, 
they search for its counterpart in the 
shoe stores, and, finding it, they pur- 
chase. 


A Hamilton-Brown Baby 


Burns R. Hack, 1253 Hall Avenue, 
Lakewood, who is the local agent for 
the Hamilton-Brown Shoe Company, is 
the proud father of a new girl. She’s a 
beauty, a perfect little lady and dad 
cannot tire of talking about the new 
daughter. 


Expect Sport Shoes to Sell in April 


Several of the Cleveland dealers pre- 
dict that there will be a good demand for 
sports models in April and May. They 
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Constant Comfort 
Americas Best Comfort Shoe 
In Stock Styles~Ready to Ship 


Quality —Dependability — 
Prompt Service are the 
reasons why this is 
“America’s Fore- 

most Comfort Line” 











No. 73—High( Grade Black Kid Ox- 
No. 52—Best Quality Bteck, Kid Imi- ford, 12-8 Cat's Paw Rubber Heel 
tation Tip Oxford, 13-8 Heel. [In Stock: B, C, D, E 
In Stock: A, B, C, D Price $3.85 
Price $4.35 


- No. 82—High] Grade 
No. OB Rid Oxford, 9-8 Rub- Black Kid e Stra 
ber He’. “Sp oe . Sandal, 12-8 Heel, 
No. tee as No. 61, withJStock Dy * Gray Ooze Quarter 
Tip. ; on and Lining. 
Both In Stock: C, D, E, EE <D In Stock: A, B, 5, D 
Price $3.15 ~ - Price $3.10 


No. 91—Same as No. 61, Lower Grade. 
No. 90—Same as No. 65, Lower Grade. 


Both In Stock: C, D, E 
Price $2.85 





Over 50 Styles To Select 


From. If the style you 
No. 83—Black Kid Two Strap Sandal are looking for is not on ; 

e e No. 84—Same’Sh 
as above cut. Drill Lining, no Orna- this page,j, write us for Nei Dal — oe 


ment, 12-8 Heel. - Lower Grade. 
In Stock: B, C, D, E catalog. In Stock: B,C, DE 


Price $2.90 Price $2 


Ault-Williamson Shoe Co. 


Manufacturers : 
Auburn wacmensuasimm: Maine 
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argue that the demand for these models 
will be just about as great as it has been 
for straps. Some of them have been 
going on that theory and stocking up 
with every sort of a sport model that they 
gan lay their hands on. The middle of 
April is set as the date for the opening 
of the rush on sports. They base their 
prediction on the assertion that the 
sport model, being in the line of novel- 
ties, is in for a run because the demand 


BOOT AND SHOE RECORDER 


for novelties. has been so great this 
Spring and last Winter. The novelty 
rage lias not worn off yet and it is going 
to last through the Summer, it is argued. 
Whites trimmed in all sorts of leather, 
all sorts of colors and varying degrees of 
shade are going to be popular. White 
daintily trimmed with patent leatuer 
also is looked upon by several smart 
dealers as in for a season of popularity. 
Perforations also will be wanted. 


: Buffalo 


MERCHANTS OPTIMISTIC 


Easter Business Disclosed Unheard 
of Possibilities 


Coming as the silver lining to a cloud 
of dull business, a brisk Easter trade 
gladdened the hearts of the Buffalo shoe 
dealers. The fine weather on the days 
preceding Easter Sunday brought large 
crowds downtown, and the men in the 
shoe stores were kept bug}. 

The Saturday before Easter was as 
busy a day for the shoe men as they 
have had in a long while. Both men’s 
and women’s shoes sold well, the latter 
markedly so. It was the introduction 
of the strap novelties, the shoe men say, 
that augmented the trade in women’s 
shoes. 

The strap shoes, both in buckle 
and in button effects, made a great hit 
with the feminine buying public of 
Buffalo, and many dealers were sold out 
on them long before Easter Sunday and 
were doing their best to get a fresh sup- 
ply of them. After this great rush of 
business, dealers are taking a more opti- 
mistic view of things. It has given them 
a greater confidence in better times to 
come. 


Ball Strap Pattern Popular 


Brogues, which scored such a hit in 
this city, while they are still going well, 
do not appear to be as strong a favorite 
with the men as they were. 

The man buying shoes today is turn- 


_ing, in many cases, to other types of 


shoes. Ball strap effects which are being 
stressed by some of the dealers are 
meeting with good success here. 


No Depression, Says Colgrove 


H. B. Colgrove, manager of the K. W. 
Watters shoe stores, says that no de- 
pression of business has been noticed 
as far as the trade at these stores is con- 
cerned. ‘‘As a matter of fact, I find 
that we are ahead of last year in our 
business,” declared Mr. Colgrove. 
“Our sales are growing, with no sign of 
a let-up.”’ 


Demand for Whites Is Strong 


Wholesalers are finding a big demand 
for white shoes. Walter P. Kinney, 
Nathaniel Fisher traveling representa- 
tive here, reports that he has a line of 
white buck sport models that are meet- 
ing with a rapid sale. 


Lynn 


TWO CLASSES OF LASTS 


Line Sharply Drawn Between Those 
for Dress Footwear and Those for 
Sport Styles 


Edric R. Taylor of McNichol, Tay- 
lor, Inc., says that ‘‘Lasts are arraying 
themselves into two classes, the dress 
lasts and the sport lasts. Our newest 
dress last,” he says, “has a 17-8 heel, 
a 334 vamp, a medium narrow toe, a 
high instep, a high arch and a snug, or 
pulled-in, waist. Our newest sport last 
has a 6-8 heel, a stream line forepart 
and a flat tread. Both these lasts are 
being used in Fall samples. Oxfords 


and pumps will make up most of the 
Fall samples. Experiments are being 


made with boots and some new types 
may appear.” 


Two-Color Sole Edges Appear 


White and tan edges, and white and 
black edges, on edges and heels of shoes 
are among the innovations. Some new 
school shoes have a calf upper of a 
new tan shade, a white welt, a union 
or tan colored mid sole, and an ivory 
white outersole. This gets an edge with 
a tan line between two white lines. 
Also white lifts and tan lifts are alter- 
nated in the heel. Some call it “the 
striped edge.’”’ Sport shoes are made 
with two-color edges. On a white 
buck oxford, with patent leather straps 
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and stay, the bottom is made with a 
white welting, a white mid sole and 
a black finished leather outsole. Some 
golf shoes for men and a few street 
shoes, too, are made with a slip sole of 
arctic leather, a white, waterproof 
leather. This slip sole makes a white 
line between the tan colored welting 
and the tan colored outsole. Another 
way of getting a white and black effect 
is to use a white leather heel base and 
a black rubber top lift. 


Experimenting with Bocts for Fall 


Experiments with new types of boots 
for Fall are being made. Six-inch boots 
may be tried, or “open work” tops may 
be sampled. Straps may outline the 
ankle, and at the same time expose the 
silk stocking over the ankle. Sport 
models of boots, with perforated tips 
and straps are already being shown to 
buyers. And, of course, nine-inch lace 
boots are staple, and in some demand. 
But the style leaders are seeking novel- 
ties in boots, not that they have any 
intent to substitute boots for oxfords 
or pumps in the Fall, but because they * 
wish to get some new style effects. 


Now Comes the 6-8 Heel 


A 6-8 heel on a new sport shoe, 
about the lowest yet in Lynn footwear, 
is in the production of the V. K. & 
A. H. Jones & Thomas factory. The 
toe is medium round and the tread flat. 
The heel is of leather lifts. Russia 
calf, genuine white buck and like 
leathers are used for the uppers. 


New School Shoe Type 


A straight inside edge is a feature of 
a new line of school shoes. The shanks 
may be flexible. The Indian tread is 
gained by wearing a shoe with a flexible 
shank and a straight inside edge, or 
the shanks may be semi-flexible or rigid. 
The heels are of the flange style, 6-8 
high, on the misses’ sizes and are of the 
Spring style, stitched all the way round, 
in the children’s sizes. 

The uppers are of vegetable and 
chrome tanned calf leathers. One line 
is made of tan calf leather just like 
that used in army officers’ shoes. No 
linings are used, unless specified. The 
inside of the shoes are made as smooth 
as a glove. 


Moving to New Hampshire 


Haskell & Brown, successors to the 
Howe Shoe Co., are moving their shoe 
manufacturing business from Lynn to 
their branch factory at Farmington, 
N. H. 
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“Crumbs of Comfort’ 


—Reg. U. S. Pat. Office— 








THE FAMOUS LINE 


EASY SHOES 


for WOMEN 


TWO QUALITY STYLES 
—SOLID VALUES— Kid Oe fmt Heel 


IN-STOCK | 


RIGHT NOW! 


Our Full Line Is Listed in Our 
In-Stock Catalog—Write for It 





IMPROVED CUSHION SOLE 
SHOES, A. REED PAT- 


VIOUSLY PATENTED BUT HIS 
LATEST INVENTION 














Stock No. 2322 


FAMOUS DAVIS Kid Oxford, Plain Toe, Leather Heel, 
Cons ot Cantus NEW PROCESS 79 Last, Turned, Combination Last. 
og Ty og: A FLEXIBLE OO. ..26s Atebe uct eeRI $3.00 
CUSHION SOLE 

SHOES McKAY 


A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
Boston Office - - - - ~ 428-430 Albany Building 
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BARNEY COENS ON ROAD 


Starts April 10 with Lape & Adler 
Line 

Bernard J. Coens for many years in 
the retail shoe business in Chicago and 
later with Volk Bros., Dallas, Texas, 
has joined the sales force of the Lape & 
Adler Co., of Columbus, Ohio, and will 
travel the State of Illinois. 

During last year Mr. Coens was with 
the National Shoe Retailers’ Associa- 





BERNARD J. COENS 
With Lape ¢ Adler Co. 


tion as manager of the entertainment 


and educational features of the Mil- 


waukee Convention. 

Barney Coens is recognized as a 
high class shoeman and is perfectly 
familiar with all the details of manu- 
facturing and selling women’s’ high 
grade shoes. His many friends in the 
trade will be glad to know of his new 
connection. He will start on his first 
trip about April -10. 
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JACOBS IS A HUSTLER 


Selling the Rich Shoe Co. Line 
In South 


The traveling shoe salesman 
whose picture appears in the 
circle above is Charles W. Jacobs 
who is in the South this season 
for his old concern The Rich Shoe 
Company. Mr. Jacobs writes: 
“T have had a road experience of 
about 25 years. Last season I did 
not go out at all on account of a 
serious operation, but thisseason I 
am right “‘on the job” with a won- 
derful line. My trade agrees with 
me in this opinion. Although con- 
ditions down in my territory are 
not very good, this does not phase 
me. I feel confident that before I 
conclude my trip I will get my 
full share of orders.”’ 

Send in your photos, boys. We 
want ’em for this department. 











THE ENTIRE COUNTRY 


Covered by Duffy and Malloy for 
House of Wallace 


Laurence P. Duffy and John R. Mal- 
loy will hereafter travel for E. G. & E. 
Wallace Shoe Company, Rochester, 
New Hampshire, taking the line to the 
retail trade. They will cover the entire 
country. 

Laurence P. Duffy has had 10 busy 


‘years of road selling with Thos. H. 


Logan Company, Hudson, Mass. He 
is particularly well known in New 
England; not- only as a salesman, but 


as an athlete and: coach. 


John R. Malloy has been selling the 


‘Thos. H. Logan Company line for 


eight years, and his personality has 
won him a large clientele. 

With their long experience in shoes 
they will start on their trips between 
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April 10 and 15. Just before leaving, 
they explained that their proposition 
gave them a diversified line in patterns 
and lasts for men, boys and little 
gents in popular priced welts of calfskin, 
vici and gun metal. 


McMahon a Stetson Booster 


Hugh A. McMahon, who travels the 
North Central States for the Stetson 





HUGH A. McMAHON 


Who Travels North Central States for the 
Stetson Shoe Company 


Shoe Company, started on his Spring 
trip on Monday of this week. Hugh 
is an enthusiast and says, ““The Stetson 
line of men’s shoes and women’s tailored 
boots are snappier this season than ever. 
Two of our new models in the women’s 
line are a black and a brown kid oxford 
on the Miss Hawes last. There are three 


new lasts in the general line.” e 
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The Old Burt & Packard Line of ‘‘Korrect Shape’? Shoes Made by Field & Flint Co. 





Yes! 


OU can get the newest Styles— 

Saddles, Ball Straps, Sport Oxfords 
and all the fancy effects in men’s 
shoes—made according to your own 
specifications, with your own mark- 
ings and shipped to you 


In Two Weeks 
After Your Order 
Is Received 
Keep Volume of Sales Up—give your 


men customers what they are looking 
for—keep stocks down by making use 
of the 


Emergency 
Quick Delivery Service 


Originated by us and successfully and 
repeatedly used by many of the largest 
retailers in the country during the 
past nine months. 


FIELD & FLINT CO. 


SUCCESSORS TO 


BURT :& PACKARD CO. 
MONTELLO STATION © BROCKTON, MASS. 
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Archer an Enthusiast 


D. Archer of Louisville, Ky., covers 
West Virginia, Virginia and Maryland 
for the Lape & Adler Co. Mr. Archer 
writes to the “Recorder”: ‘‘There is 
not the least doubt in my mind as to 





D. ARCHER 
With The Lape g Adler Co. Line 


the good reception the trade will give 
to the “‘Hi-Style Low Price’’ line of the 
Lape & Adler Co., long known as 
builders of stylish and artistic shoes 
for women.” 


LUNN & SWEET SALESMEN 


Roster of Men and _ Territories 
Covered 


The following is the roster of The 
Lunn & Sweet Company’s selling or- 
ganization: Edward Adams, St. Louis 
and vicinity; W. F. Barber, Kansas and 
northern Oklahoma; R. T. Bowman, 
Kentucky and West Virginia; C. W. 
Carson, Arkansas and southern Okla- 
homa; J. C. Clark, eastern Iowa; 
Charles M. Cohen, southern Michigan; 
C. E. Dawley, North Dakota and 
Minnesota; Hubert R. Estes, Chicago 
and vicinity; J. A. Fielding, Maine, 
New Hampshire and Vermont; Joseph 
E. Foley, Boston and vicinity; Emil 
Goldman, Washington and Oregon; 
J.S. Heggie, Virginia, Maryland, except 
Baltimore, and Delaware, except Wil- 
mington; Charles E. Hinds, California; 
Alfred Kahen, western Iowa, Nebraska 
and South Dakota; W. H. Legge, 
Pennsylvania, except Philadelphia and 
Pittsburgh districts; H. J. Luck, Ari- 
zona, New Mexico and western Texas; 
N. J. McManus, eastern Ohio; F. C. 
Mahar, New York, except greater New 
York; J. G. Mazur, southern Illinois; 
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IT PAYS TO ADVERTISE 


Says L. G. Wallace, ‘‘Foot 
Fitter’? Ambassador of 
Dallas 


L. G. Wallace, “foot fitter’’ 
ambassador for the Edmonds 
Shoe Company, Dallas, Texas, 
recently answered a “Recorder” 
questionnaire to shoe travelers 
on business conditions and en- 
closed with this questionnaire 
was a letter reading: 

“T answered an ad in your 
journal 11 years ago and as a 
result secured a position which I 
kept up to January 1, last. I 
earned $75,000 from handling 
that line and shipped $782,000 
worth of work shoes the last three 
years. I will be a subscriber to 
the ‘Recorder’ as long as I live. 
I am not writing this to brag, 
but to thank you for the good 
results I had from the little ad 
in your want ad pages.” 


Advice to Merchants 


In answer to the questionnaire, 
Mr. Wallace stated that he finds 
retail shoe merchants are an- 
ticipating their wants three months 
ahead, and that he wishes the 
“Recorder” to tell merchants 
that there will be a shortage of 
shoes if they do not place orders 
for Fall at once. 











L. D. Mazur, northern Illinois, except 
Chicago and vicinity; O. M. Mennes, 
Idaho, Montana and Wyoming; E. S. 
Murray, North Carolina and South 
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Carolina; H. M. Nation, Northern 
Michigan and Wisconsin; Harry C. 
Newman, Louisiana and southern Mis- 
sissippi; M. H. Parsons, Colorado, 
Nevada and Utah; W. E. Ratcliffe, 
Indiana; P. A. Sawyer & Co., greater 
New York and northern New Jersey; 
James L. Scanlon, Philadelphia dis- 
trict, Washington, D. C., Baltimore, 
Wilmington and southern New Jersey; 
J. L. Shepherd, Missouri, except St. 
Louis and vicinity; G. E. Small, Con- 
necticut, Rhode Island and Massa- 
chusetts, except greater Boston; R. E. 
Smith, western Ohio; Gregory E. Stone, 
eastern Florida and Georgia; Clyde J. 
Thomason, Alabama and western Flori- 
da; F. A. Whiffen, eastern Texas; J. L. 
Cone, Virginia and Maryland; C. W. 
Rogers, Indiana, Kentucky, Michigan 
and Ohio. 





SIMPSON TRAVELS QUICKLY 


President Northwestern Association 
Offers Timely Suggestion 


T. A. Delany, Editor of The National 
Shoe Traveler, presents to brother 
shoe travelers in these columns a timely 
and valuable suggestion for quick travel. 
This is the conveyance adopted by 
Gideon Simpson, president of the 
Northwestern Shoe Travelers’ Associa- 
tion. By this successful method, 
President Simpson overcomes the ex- 
cessive rates charged by railroad and 
transfer companies. Mr. Simpson cov- 
ers his territory very quickly and calls 
on more customers per day than if he 
were using railroads only. 

By looking closely at the illustration 
it will be seen that Mr. Simpson had 
the car so arranged that he can carry 
10 trays of women’s and nine trays of 
men’s shoes. There is space between 





Gideon Simpson Quick Travel Method 
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BASS TESLA SOLES \ 
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A COMPLETE LINE 
IN STYLE and INSTOCK 


FOR IMMEDIATE SHIPMENT 
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yj Stock No. 3709—Little Men’s Mahogany 


\) 
INR 
/ Whole Quarter Bal, Goodyear Welt, 
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Toe. Sizes 9-1314. Price........ $3.00 





Stock No. 3708—Boys’ Mahogany Whole 
Quarter Bal, Goodyear Welt, Goodyear 
Wingfoot Rubber Heel, Penn Toe. Sizes 
So are $3.50 
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Stock No. 3620—Boys’ Chrome Gun 
Metal Whole Quarter Blucher, Full Vamp, 
Army Duck Lining, Goodyear Welt, Ex- 
tra Heavy Sole, Sole Leather Counter, 
Boston Toe. Sizes 1-6. Price... .. $3.50 
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Stock No. 3704—Boys’ Mahogany Bal, 


V/A Goodyear Welt, Goodyear Wingfoot Rub- 
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MARSTON & TAPLEY Co. 


MANUFACTURERS 
DANVERS MASS. 
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the two trays for spare tires and per- 
sonal belongings. For quick travel, 
Simpson’s method cannot be beaten. 


A 


ALBERT M. ELLIS DEAD 


Weli Known Shoe Traveler, Forty- 
Five Years on Road 

Albert M. Ellis, well known to the 
trade of the middle Western States, and 
also throughout New York and Penn- 
sylvania, a knight of the grip for 45 
years, died at his home at Ellicottville, 
N. Y., March 6, at the age of 73 years. 
He entered the profession of shoe 
traveler in early life and followed the 
road until about seven years ago, when 
ill health compelled his retirement. 

For many years he also owned a 
retail store at Ellicottville. During his 














THE LATE ALBERT M. ELLIS 


years of travel, he represented at 
various times the following manu- 


‘facturers: The Racine Shoe Company 


of Racine, Wis.; J. S. Zulick & Co., of 
Orwigsburg, Pa., and P. W. Minor & 
Son of Batavia, N. Y. 


Public Spirited Man 

Mr. Ellis was a public-spirited citizen 
and commanded the respect of all who 
knew him. He is survived by his 
widow, Anne M. Ellis, a daughter of 
the late J. King and Hannah L. Skinner, 
and also by his children, Mrs. Ruth E. 
Johnson of Buffalo, John W. Ellis of 
Ellicottville and Howard K. Ellis of 
Akron, Ohio. 


NATIONAL COUNCIL ACTIVE 


Working for Interchangeable Five 
Thousand Mileage Book 

A matter of ‘vital interest to shoe 

travelers is the issuance of an inter- 
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POEM BY A SHOE 
TRAVELER 


We owe to our good friend, 
G. B. Slack of the Columbia 
Shoe Company, Sheboygan, Wis., 
the discovery of this traveler 
poet: 


Don’t Bet on Anything That 
Talks 


By C. H. BOWER 


While on the road I’ve noticed 
as I mingled with the boys, 
That some are very quiet chaps, 
while others make a noise. 
And it always seemed to me the 

ones who made the greatest fuss 
Sold all their goods while riding 
on the cars, or in the bus. 


You can’t depend on men who 
blow, and have a lot to say, 
For those who jam the wind are 

not the ones who draw the pay. 
They remind me of an incident 

when I was young and gay, 
That happened at a foot-race, in 

my old home town one day. 


I thought I’d lay a wager as to 
who would come out best, 

I leaned toward the favorite, and 
of course, you know the rest. 
So after it was over, I heaved a 

gentle sigh, 
And talked to those around me, 
as I bid my cash good-by. 


I met a gray-haired veteran who, 
from stories that were rife, 

Had followed up the racing game 
for nearly all his life. 

I asked him what he thought of 
one who such a bet would place, 

And he answered with a wise, and 
solemn look upon his face. 


He said, “I'll bet upon a horse, 
but not the human race; 

I’ve found that with their tricky 
ways, I cannot keep the pace. 
I’ve backed some long-shot pony 

that won and only walked, 
But never yet have placed a bet 
on anything that talked. 











* changeable 5,000 mileage book, and to 


secure this the National Council of 
Traveling Salesmen’s Association, Inc., 
is bending every effort. The wide 
scope of the work covered by the 
National Council and the earnestness 
in which they are taking up matters of 
importance to shoe travelers is to be 
commended. Prospects seem very 
bright for obtaining the interchangeable 
mileage at an early date, and Second 
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Vice-President Herbert L. Shamberg is 
kept busy sending out well prepared 
literature thereon. 

Visitors to the regular monthly 
meeting of the Executive Board of the 
National Council, which was held at the 
Hotel Breslin, New York, recently, were 
Harry Ripley, and A. B. Clark. Both 
of these “knights of the grip’’ were 
much impressed with the extent of 
the many good things which the 
Council is undertaking for the traveling 
salesman. 


PULLING FOR BIG YEAR 


John H. Cross, Inc., Men Out With 
Snappy Styles 


The salesmen of John H. Cross, Inc., 
of Haverhill, have started out with 
their line of Spring and Summer sam- 
ples. 

Philip B. Kerrigan for 10 years a 
salesman with H. E. Guptill of Haver- 
hill is covering the West. Mr. Kerrigan 
is very well known throughout this 
territory, for previous to his con- 
nection with H. E. Guptill he was in 
business in Chicago. 

The Southern territory is being 
handled by Isaac May, who has been 
in the shoe business for the past 18 
years, in fact, he is very well known 
throughout the South, having carried 
several leading manufacturers’ lines. 

“Tke” Sessel is covering Texas and 
Oklahoma and he formerly represented 
the Cross line for five years. “Ike” as 
he is familiarly known is very popular 
and has a large following among the 
retail trade and throughout this ter- 
ritory. The merchants place much 
confidence in what he says. 

These salesmen feel optimistic in 
regard to Spring and Summer business. 
and all are pulling for a big year. 





Providence Notes 
Forty-first Shepard Anniversary 


The Shepard Company store on 
Westminster Street is holding its 41st 
anniversary, and great price reductions 
are announced in all departments. Va- 
rious department heads state that busi- 
ness is good. 


Blending novel and attractive design 
in pattern with the smart lines of a per- 
fectly modeled oxford is the “Clar- 
idge,’’ one of the cleverest of the new 
Pierce oxfords. Its charm and air of 
distinction is explained chiefly by the 
artful design of the tip, which is par- 
ticularly effective as developed by 
Pierce in contrasting colors of brown 
calfskin, brown suede with brown kid 
trim or gray suede with black patent 
leather trim, having welted sole and 
Cuban heel, shown at $12. 








Wherever You Are, There is a Market 


for ““Keith’s Konqueror” Shoes 


The reputation for style and quality enjoyed by our line for men 
and women, is constantly influencing more people to buy them 
and more dealers to fill them. 


The new styles which our salesmen are now showing are the 
most novel and will surely hit your trade right. 


Ask for a salesman to call, or write for samples. 


The Preston B. Keith Shoe Co. 


BROCKTON (CAMPELLO STATION), MASS. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 


‘ 
\\ 


) 
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SMC CORK INSOLES 


for men and women 


AN EW line of durable sheet-cork insoles, reasonably 

priced. They are covered with hair or flannel in 
attractive colors, cloth-bound or lockstitch edges. 
Wrapped in packages of a dozen pair—solid or assorted 
roe For sale by Shoe Findings Jobbers. Order some 
today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - ~*~ Boston 








4 


ESS ES ES ES EEE a EG Be BE 








April 9, 1921 





BOOT AND SHOE RECORDEK  __ 3 1 


American Impressions of Business and Industry 


By H. J. BOSTOCK 
Of Lotus, Lid., Stafford, England 


to the student of the political structure of 
the United States, the papers ‘American 
Impressions” by H. J. Bostock are to the shoe in- 
dusiry here. We have a keen recollection of Mr. 
Bos'ock’s stay in the States. He was a diligent 
student of factory relations, and methods of distribu- 
tion and was always on the lookout for a real chart 
system that would subdivide duties and clarify the 
work. Incidentally he had quite a hobby for 
gardens. 

After visiting a shoe center he would endeavor to 
study the local systems of government. We learned 
incidentally that for nearly 20 years he had served as 
one of the city fathers of Stafford. 

Such a charming man and successful manufacturer 
is welcomed at all times. We hope that he will soon 
return and add still other chapters to his ““American 
Impressions” which, by the way, are appearing in the 
journal of The Association of Boot Manufacturers. 
We have tried time, time again to get Mr. Bostock 
to stand in front of the camera, but were unable to 
get a posed picture. The next time we'll set a news- 
paper photographer on his trail.—£ditor. 


Wie: Bryce’s “American Commonwealth’”’ is 


AMERICAN IMPRESSIONS. I 


A country of contradictions. A country where 
shoe costs are worked out to mills of a dollar per pair, 
and also where everyone runs a six-cylindered auto- 
mobile. A country that worships speed and yet 
keeps you standing indefinitely waiting your turn for 
dinner on a Pullman restaurant car. A country that 
spells efficiency with an E but cannot start or stop a 
railway train without a jolt and jar that go through 
every nerve of the unfortunate traveler. A country 
that respects the rich man because of his dollars but 
is as sentimental as a woman once its feelings are 
touched. A country of splendid parks but without 
gardens. Such are a few of the contrasts that strike 
the traveler. 


Security vs. Scheming—Age vs. Youth 


Any comparison with Great Britain brings out even 
more striking differences. The Englishman values 
security and regards substantial cash reserves as the 
best protection for his business. The American: is 
ever attempting new schemes, and looks upon brains 
as the best guarantee of success in his enterprises. 
We place great value on age and experience, while 
they rely on youth and a readiness to adventure all in 
support of a theory that is considered sound. 

When the observer happens to be a shoe manu- 


facturer he notices first the enormous scale on which 
manufacturing is conducted and then the almost 
complete absence of long-established firms; the names 
that are in everybody’s mouth today were hardly 
heard of twenty years ago. How far this state of 
things will be modified by the development of the 
company system is an interesting speculation. When 
a successful manufacturer had made his pile or had 
broken down in health the old practice was for him 
to sell out to a stranger and the firm disappeared; now 
he sells his shares but the company continues. 

Tradition counts for little with the American people. 
Like some modern Athenians they are always eager 
to tell or hear some new thing. An inventor dis- 
covers some new process or perfects some tool and at 
once he goes out like some missionary full of en- 
thusiasm. If his invention is a good one it is not 
long before it is pretty nearly standard practice in his 
town or district, that is, until some better things 
come along. 


Eagerness to Learn Produces Excellent Co- 
operation 


Shoe manufacture—perhaps shoe assembling is a 
more correct term—is an art to which every practi- 
tioner contributes something. There is no secret as 
to how a given factory, performs any operation. Any 
superintendent worth his salt knows just how his 
competitors’ shoes are made. If he finds himself in 
trouble he goes to them for help just as naturally as 
they come to him. Most towns make some sort of 
shoe better than any other town, and it is a reflection 
on the town if any factory is producing faulty 
shoes. 

Traveling salesmen do not have to beg or fight for 
a-hearing. A good buyer or purchasing agent looks 
upon a well-informed salesman as a man from whom 
he can learn something, if not today certainly to- 
morrow. The good buyer makes up his mind with 
promptness. Although a story may enliven the 
interview, business is done without any unnecessary 
frills or circumlocution. 


Trade Convention Results 


Every big house has its semi-annual convention, 
when all its salesmen come into headquarters to 
“cull” their samples and be posted in the policies and 
aspirations of the “institution.” Once a year there 
is a real banquet at the best hotel in town with some 
well-known speaker to give distinction to the occa- 
sion. A flash-light photographer records the scene 


_for the benefit of those who are not there. At such 
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Our Latest Style Booklet S HOE Write to Dept. 6 For Latest 
Will Soon Be Ready FOR MEN Style Booklet 


Saddle Strap Oxfords 


Are the Business Getters 


WE HAVE THEM 


NOW IN 
STOCK 


UNBRANDED 




















No. 84 No. 91 No. 85 
Russia Calf Saddle Oxford, “Touraine.” No. 35 Russia Saddle Oxford. ioe Russia Calf Saddle Oxford, “Brae Burn.” 
B, C, D; 6-10 Style as No. 84. “Biltmore.” C, D; 6-10 B, C, D; 6-10 


Price $6.85 Price $5.85 $6.85 


M. A. PACKARD CO., Brockton, Mass. 
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Flexible Throughout 
No Tip No Box 


FIRST STEP TURN 


IN STOCK 
SPECIAL OFFER 


Good Cabretta 
McKay 


|. 4 Serer $1.70 
Perr $1.60 


. TAN KID 
Ie $1.50 
1to4 D Wide 


CASE LOTS ONLY—3-8 


: 


A REAL SHOE AT A REAL PRICE 


Sele Slipper Co. 


129 DUANE STREET NEW YORK 


The “Walky-Walky” (Registered) is designed 
especially for children just learning te walk. 
Above numbers In Stock. Samples sent gladly. 


THE DONALD SHOE CO. 


239-41 N. 6th ST. - - PHILADELPHIA 
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a get-together the president comes into personal 
contact with the most distant representative of the 
house, and the “boys” also get to know each other. 
Later, when the salesmanager announces that Bill 
Jenes heads the Monthly Sales Quota Competition, 
Biil Jones is a real live person and not one name out 
of a list of perhaps a hundred and fifty. 

Conventions are not confined to individual houses. 
E: ery trade has its convention, and often the various 
sections have independent conventions of their own. 
The big hotels in the large cities lay themselves out 
for such gatherings. Excellent as are the resolutions 
passed at a trade convention, only too often they are 
but pious expressions of much desired reforms. It is 
said that many of the participants violate the resolu- 
tions as soon as they can reach the privacy of a tele- 
phone booth and get into communication with their 
customers. Notwithstanding, it is a distinct gain 
for a trade to have the means of formulating stand- 
ards of conduct and practice that are approved by 
the majority of its members.—H. J. B. 





AMERICAN IMPRESSIONS. II 
Plan Your Business Problems Ahead 


In England most businesses grow by accident 
rather than by design. Prosperity does not always 
follow industry and application, and it is often diffi- 
cull to say why one business thrives when another 
decays.. Business problems are dealt with as they 
arise, and it is considered foolish to trouble about 
crossing a bridge before you arrive at it. It is not 
so in America. 

Their men often start from very small beginnings, 
but almost as soon as they have need of a banker they 
have to practice forethought and learn how to “plan.” 
There is no such thing as an overdraft. The Ameri- 
can banker sells the use of a definite sum of money for 
a definite period at a definite charge, and the business 
man who values his credit ‘has to see that his notes 
are honoured as they fall due. He has to plan how 
to make the best use of his borrowings, and in par- 
ticular how to repay them. 

Later he plans his sales and plans his output. As 
little as possible is left to chance. He endeavours to 
foresee and make provision for difficulties before they 
actually arise. He has his full share of troubles, but 
can often say, “I have had many troubles in my time, 
most of which never happened.” 


American Systems Further Production 


Two conspicuous examples of American “‘planning”’ 
are the day-sheet system and the budget system. 
Under the day-sheet system the productive capacity 
of every department is ascertained, and no more 
work is put in hand than every department can do in 
aday. There is no congestion between departments; 
no accumulations in a department because the capac- 
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ity of some machine or process has been overtaxed: 
no uncertainty as to when the shoes will be ready for 
shipment. Planning of this kind costs money, but 
the expense of planning is much less than the expense 
of carrying excessive stocks of work in process and 
the very costly and never ending adjustment of 
labour difficulties when there is always too much of 
one kind of work and too little of another. When 
the bank rate is 7 per cent it pays any business man 
to study the best means of reducing to a minimum 
his investment in materials, whether in process or in 
store; in other words, to plan how to use his capital 
and credit to the best advantage. 


Efficiency Systems Advance Actual Results 


The budget system calls for a careful estimate or 
forecast of the income and expenditure for the period 
under consideration, usually six or twelve months. 
A trading account is prepared in advance, and as the 
weeks pass the actual results are compared with the 
forecast. At any time the management knows how 
much it is up or down on Bogey. Guessing and un- 
certainty are brought within very narrow limits. 
When inventory is taken it is more a matter of con- 
firming than altering the weekly or monthly figures. 

There are times when businesses have to be run on 
very close margins or even at a loss. The more 
critical the times, the more important it is to know 
the financial position with exactness, and this in- 
formation the budget system gives. 

Similarly with sales. The salesmanager has the 
fullest data as to the potentialities of the territories 
his men are working. He knows their itineraries and 
watches the results of every day’s work. The selling 
campaign is planned systematically, and as little as 
possible is left to chance. Large scale maps with 
coloured pins and ribbons may look very like toys, but 
they give results that cannot be got in any other way. 

Estimating is not planning, but a good planning 
system is quite naturally associated with a good 
estimating system. American estimates are worked 
out very carefully and very minutely. A decimal 
coinage applied to quantities of one hundred pairs 
gives figures that are readily handled and very close. 


Educational Campaign Launched 


The National Boot and Shoe Manufacturers’ As- 
sociation, like the English printers, has realised that 
the most dangerous competition often comes from 
the man who does not know his real costs. It has 
therefore embarked upon a campaign of education, 
and has employed an eminent accountant to draw up 
in conjunction with a committee of manufacturers a 
“Uniform Cost Figuring Sheet for the Shoe Industry.” 

The sheet is accompanied by a booklet setting out 
with great clearness the main divisions into which an 


estimate naturally falls and calling special attention 
(Continued on page 123) 
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STYLES IN GREATEST DEMAND TO DAY 


ON THE FLOOR FOR IMMEDIATE DELIVERY Order these Numbers and Increase Your Early Spring Sales 


_ 











1699—The new “Selma” Pattern One-Strap 
365—-Black Satin “Annette” Pattern One- 1675—Russia Tan Calf “Sylvia” Pattern Two- von, oe ge Reena Lay alg adores psn 
Strap Pump, 18-8 full breasted wood covered Strap Pump, new perforations on vamp and ter, $i a ‘heal, Seana ao ak” AE te 
heel, imitation turn sole. A to C, 2% ae quarter, 10-8 ow heel, neat extended sole. 214 to 8 ? ; 





B to D, 344 toB..........- 0.20.0 0ees $6.56 1696—Exactly same style as above in Brown 
366—Exactly same style as above with 14-8 66@—Same as above in Saddle Buckle Two- Kid with leather Louis heel. A to C, 2 to 
Junior Louis heel. .............ceeeees $6.00 Strap Pump, Goodyear welt sole. 14-8 military 8.0.0... ccc ccc ccc ccc cece ccc cccccccces -25 
368—Same as above in the new shade of Peli- i ocean dh ailicens bes &eiae euieadell $5.25 , aT ab same pattern in Black Kid with 
OG GR DAB cteiinciivocdssrvéansiaee $6.25 2950—Brown Kid One-Strap, Two-Button leather Louis heci. A to C, 2% to 8....$5.25 
369—Same as above in the new shade of Peli- Pump, sor welt sole, 14-8 military heel. 1698—Same in ane Calf, leather Louis heel. 
can Gray Satin, 14-8 Junior Louis heel. . $6.25 SPU EDN cous ccksasessucccntud $4.50 AtoC,2%to8 $5.25 


TOBER-SAIFER SHOE COMPANY 


Novelty Shoes in Stock First 


1312 Washington Ave. os St. Louis, Mo. 
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A Customer Retainer 


One time sales are all right. Repeated 
patronage is better. Just the thought- 
fulness of little services like preventing 
the pumps you sell from slipping at the 
heel welds your trade to you in per- 
manent fashion. 
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No sewing or stitching—the Gilco elastic 
tape is attached by simply moistening the 
surface of the Gilco Retainer. 


If Your Jobber Can’t Supply You—Write US 
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SPECIALTIES 


SHOE RETAINERS 


IMPORTANT— Assorted Colors, $1.75 per dozen pair 


Dead stocks in pumps can be transferred into quick E. T. GILBERT MANUFACTURING Co. 


selling strap pumps by using Gilco patent straps. 


Many shapes and colors—ask for information. ROCHESTER NEW YORK 
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No. 39-55-14—$4.90 
Highest grade full grain Patent Colt, white kid lining, high-grade 
oak sole, high-grade oak inner and outer soles. mates 





asc No. 12-65-14—$5.55 


Highest grade full grain Creese & Cook’s Tony Red Calf Ball 
Strap Oxford. Spring Step rubber heel, sole-leather heel base, 
sole-leather counter, high-grade oak inner and outer soles. Very 
best grade materials used in every part. A-B-C-D, 5-11. 


No. 17-65-14—$4.50 
Russia Bal. Same construction as above. A-B-C-D, 5-11. 





No. 12-32-24—$6.15 
Highest grade full grain Creese & Cook’s Tony Red Calf Boot. 
Spring Step rubber heel, sole-leather heel base, sole-leather counter, 
high-grade oak inner and outer soles, French last. A-B-C-D, 5-11. 
No. 17-32-24—$4.75 
Russia Bal. Same construction as above. A-B-C-D, 5-11. 





We have™ three swell territories open for 
producers” We want the best shoe salesmen 
in the United States. Are you one of them? 
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QUALITY WITHOUT QUALIFICATION 








The Shoes and the Values 


Which are keeping our factory 
at capacity 6 days a week 


‘The SHOES:— 


Soles: high grade, rock oak, overweight. 
Innersoles: heavy, flexible, close grained oak. 
Counters: leather. 

Heels: solid leather base with Spring Step 
Rubber Heels. 

Upper Leather: top grade, chrome tanned, 
from green salted packer hides exclu- 
sively. 

All other materials: are of top quality. 

Workmanship: best Manchester grade, than 
which there is no better. 

Delivery: THREE WEEKS FROM RECEIPT 
OF ORDER. 


The VALUES:— 
A comparison of prices immediately estab- 
lishes Pennington leadership in values. 


See the line, learn the prices. An inquiry will 
bring salesman. Order sample dozen 


Pennington Crowell Shoe Co. 
MANCHESTER, N. H. 





Spring Step Stability 
Upon your next shoe order There is another phase to 
specify SPRING STEP SPRING STEP SERVICE— 
HEELS and rest assured that the satisfaction they give the 
no delay will ensue because of consumer. 
the manufacturer's inability to These heels wear like iron, 
obtain rubber but the com- 








heels promptly. 
SPRING 
STEPS have 
been stocked in 
such volume as 
to guarantee 
immediate ship- 
ment of all 
orders for 
the coming 


parison stops 
there for they 
are of perfect 
resiliency 
and in every 
other way meas- 
ure up to the 
wearer's most 
exacting 
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HAVERHILL MADE 





WOMEN’S TURNS 





An. ideal combination 
of .style and comfort 
is offered in the shoe 
shown. We call it our 
dress comfort. Made 
in boots and oxfords. 
Carries the popular 
14-8 heel. 


KNIGHTS-ALLEN CO., Inc. 


FACTORY 
HAVERHILL, MASS. 
J. GEORGE KNIGHTS 


BOSTON SALESROOM 
207 ESSEX STREET 
J. WALLACE .ALLEN 
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What Two Buttons 
| Will Do! 


What about those slow-moving pumps on 
your top shelf? How much longer are you 
going to pay for the space they occupy? 


Our attachable pump straps will sell them 
quickly for you. In a few minutes you 
can convert your sluggish sellers into 
snappy instep strap footwear. The one- 
piece style is fastened by a button on each 
side; the two-piece sewed in, with button 
at top. 


$2.00 per dozen pairs in all popular colors— 
leather, fabric and satin. 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 

















Sell the Favorites 


RUSSELL’S 


Famous 


IKE WALTON 


Strongly appeals to sportsmen 

because it affords the feet the 

utmost in protection with the 

unusual in comfort. 

Much lighter in 

weight than the or- 

dinary outing boot, 

but equally staunch and sturdy. Made by hand of chocolate chrome 

tanned waterproofed leather. Four layers of leather between the 

foot and ground. 

RUSSELL’S Scout Moccasin 

Made of chocolate elkskin with soles 
of flexible sturdy Maple Pac, and 


“natural shaped last’’ that gives full 
freedom to the feet. 


Russell makes sev- 

eral other styles of 

strictly quality out- 

ing boots and moc- 

casins—fast sellers all. Write for dealer’s prices and catalog. 


W.C. Russell Moccasin Co., Berlin, Wis. 
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AN “‘SARNOLD”’ SHOE 
3 UNBRANDED 
LATEST PATTERN ---A HIT WHERE SHOWN 


IN STOCK: 


This shoe is made at the home of the famous 
“Glove Grip” shoes. It is “Made by Arnold.” 





You can buy with confidence for the shoe is 
right—in style—in workmanship—for service. 
It is a value that will move quickly. Order 
liberally. Your trade should use many pairs 
this season. 


TONY RED LOTUS 


Ball Strap and Heel Fox, 12-iron Sole, O’Sullivan’s Heel, 
Stanton Last, B, C, D Widths 


Price $6.75 


Send for catalogue showing all stock styles for Men and Women 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


















































Registered Trade Mark. 


KEEPS WHITE SHOES WHITE 


HENEVER you sell a pair of white boots or 
shoes you have a customer for “ BLANCO.” 
Whenever you sell a tin of ‘‘ BLANCO” you have 
made a satisfied customer—one who will return again 


and again. 


For “BLANCO” is an eminently satisfactory 
article—it is #4e White Cleaner Jar excellence. 


It does the work it is intended to do and does it 
thoroughly and well— without trouble. 


So, when you order your stock of White Footwear 
order their inseparable companion 


<I - 


“ Keeps white shoes white.” 


The profit is as satisfactory as the article itself. 


Order NOW from vour Wholesaler. 
Made only by 
Joseph Pickering & Sons, Ltd., Sheffield. 
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Merchants who handle Marshall 
Shoe Merchandise increase their 
business and add to their profits. 


cute HALL 
M A dei | 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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$500.00 REWARD 


For information leading to the recovery of the “F. B. & C.”” (F. Blumenthal & Co.) Black 
Glazed Kid, described below, stolen on the night of March 31-April | from warehouse at 245 
West 12th Street, New York City. 


The undersigned will pay the above mentioned reward, and for information leading to a 
partial recovery thereof a proportionate part of said reward. 





Dozens Sq. Ft. Size Line Weight Grade 


111 474714 BD (434 ft. and under) B 701 
32414 BD # B 702 

5831 49 704 

220134 - 704 

1716 “4 705 

482634 F (6 to 634 ft.) 702 

286034 G (7 ft. and over) 703 


Each skin was stenciled in white with the “‘F. B. & C.” trade mark, together with above 
mentioned letters and numerals indicating size, line, weight and grade. 





Submit any information believed suspicious immediately to 


A. P. VILLA & BROS., INC., 


95 Madison Avenue, New York City. 
(Telephone Mad. Sq. 3200) 








SUAS URUESUSUCISU ASU CSSUES UAE UASUASUAS URIS UCS US 028125 \R 


BLACK SATIN REAL QUALITY STRAPS 
ONE STRAP “able colo “bth beaded an 
SANDAL 


plain. 
Write for Samples 


Prompt Service Best Quality 


The MacNeil Co. 


219 MARKET ST. LYNN, MASS. 
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Trade-marks in Foreign 
Countries 


Jn mg Fb portance of Protecting your Foreign 
Si 


i. 


tg te fro applicant, iveupective of 


intains a Patent and Trade- 
d to prom handle your 


ike i al Foci 


A limited amount for April 15th 
delivery. B and C wide. High and 


low full Louis wood covered heels. 


Harrison-Loeckwood Co. 


Haverhill, Mass. 
Boston office, 141 Lincoln St. 
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—and the reason? 





| 4ST. MONTH 


NEWEST NOVELTIES 
WELL MADE AT 
POPULAR PRICES 

































HE demand for HANNAHSONS 
Ts ATINS is constantly increasing. 
They are now well and favorably 
known in every state in the Union and 


STILL GOING STRONG. 























3D MONTH - 








B-140—Black Satin, 1 Strap, Baby 


a 4 8 rere $3.25 
B-110—Black Satin, 1 Strap, 16-8 
Half LXV Heel....... $3.25 





B, C, D, 24% to8 





Our capacity has been tripled and our IN 
STOCK DEPARTMENT will fill your orders 
promptly. Send ’em along. 


Terms 2% 10 Days 


HANNAHSONS SHOE CO. 


HAVERHILL, MASS. 
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“VOGUE” 
Stock No. 657 


Mahogany Calf Saddle Strap Hi Line 
Oxford, 12-iron Single Sole, Goodyear 
Wingfoot Half Rubber Heel. Brass 
Eyelets. Code—Courage. Widths A 
to D. IN STOCK APRIL 15. 


Price $6.75 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street 


BOSTON—207 Essex Street 


April 9, 1921 
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4 | A prominent Indiana shoe merchant tells the whole 
Hy story in his letter: 

fu “‘As our stores are members of your National body, 
i! and interested in the welfare of shoe dealers of the 
hi United States, we thought that our late experience in 
b the shoe business might be of some interest. 

i “Several weeks ago, a lady purchased a pair of high 
4 black shoes from us which had the white top facing 
i" and lace stays. When they were purchased, she ob- 
i! jected to this part of the shoes, and asked for black. 
G We told her we did not have the black lace stay and 
i top band in this style of shoe, and advised her that in 
5 case she did not like them white she could have them 
*a) . . 

dyed. After wearing them a few times, she brought 
ie them back to have them dyed. We used such dye 
it material as is generally kept in all repair shops. In 
Dh about two months she came back to our store claiming 
fu that the dye on the shoes had given her blood poisoning. 
y She said this was the physician’s advice, and besides, 
i she had put them aside for a while, and after wearing 
i! them the second time they had the same effect. After 
4 talking the matter over for quite a while, we were 
D finally obliged to give her a new pair of shoes in settle- 
) ment, and think this a good settlement. 

Fi “‘We took up the matter with our several managers, 
# and told them of the occurrence. The following week, 
p another lady who had had the tops of her shoes dyed 
at another one of our stores, brought in the complaint 
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AMERICAN IMPRESSIONS OF BUSINESS AND 
INDUSTRY 
(Concluded from page 113) 
to the necessity of making provisions for all elements 
of cost and waste, including certain items that are 
often forgotten or overlooked. 

The Association looks forward to the day when 
American manufacturers will want to be able to get 
together and talk in the same terms, using the same 
cost terminology, and it recognizes that the first 
condition is to install a uniform cost system in the 
majority of factories. 


**Be Master of Your Costs,’”’ Says McElwain 


In the words of the Association’s President, Mr. 
F. J. McElwain, “I think it is the ambition of every 
manufacturer to be a master of his costs. Probably 
very few of us feel that we are true masters of our 
costs, to know what our product costs from month to 
month. 

“That is the chart that we have got to steer 
by and if this industry wants to be on a very healthy, 
sound business from stem to stern eagh manufacturer 
should have a cost system which is a recognised correct 


i You Actually Protected » 


The Limitations of Liability Policies Deserve Attention 





of blood poisoning, and said two physicians had in- 
formed her that it came from the dye. She asked for 
damages which we refused. As we carry Public Lia- 
bility Policies with the Aetna Life Insurance Company 
of Hartford, Connecticut, and one other company, we 
felt sure we were covered from any causes of this kind, 
also, claims coming to us of blood posioning or injury 
from the use of Corn Cures, tacks left in shoes, and 
work of a Chiropodist. We have a Chiropodist in one 
of our stores. 

“We went to these Public Liability Companies with 
our trouble, and they pointed out the fact that there is 
a clause in the policy that states that the Liability 
Company is responsible only for injuries or damages 
on or near the place of business. We were told by the 
Insurance Company that these policies do not cover 
merchants for any cause, unless it happens on or ad- 
jacent to their place of business. 

“We believe that the National body should take up 
this matter, and have a clause put into the policies of 
all Liability Companies that will give the shoe dealers 
full protection. 

“The writer does not ballev e that the blood poisoning 
can be obtained,from the ways above mentioned, and 
we surely do not want to be annoyed and caused the 
trouble and expense of defending ourselves against 
suits. We believe the Liability Policies should cover 
all such occurrences.” 
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cost system and tells him from month to month what 
his product is costing.” 


American Universities Train Men for Business 


In at least one of the largest American shoe fac- 
tories planning is the special care of the University 
trained man. Many American executives have risen 
from the bottom, but there are also men of University 
training holding highly responsible positions. Amer- 
ican Universities have long recognized the necessity 
of training men for business as well as for the pro- 
fessions. 

Harvard, for instance, has a School of Busi- 
ness Administration, which “aims to give its 
graduates familiarity with general business facts and 
principles which may be the foundation of a broad 
business point of view, and to give them the practice 
in dealing with business problems which is needed for 
progress in business.”” Men trained in this way insist 
on the collection of accurate data, reason closely, and 
once their decisions have been taken, do not hesitate 
to follow them to their logical conclusions. The 
contrasts with the Englishman, who often acts first 
and thinks afterwards, is very marked.—H. J .B. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


Failures 


Boston—Glick & Rosenbloom (Broadway Shoe 
Store), shoes, reported petitioned into bank- 
ruptcy. 

Lynn, Mass.—Sterling Shoe and Leather Co., shee 
manufacturers, reported assigned to Louis D. 
Russell. 

Brockton, Mass.—Brown Brothers, wholesale 
shoes, reported filed a voluntary petition in 
bankruptcy, scheduling liabilities at $4,456.50, 


assets $2.486. 
Fairfield, Ala.—Fairfield Tajloring Co., shoes, etc., 
reported petitioned into bankruptcy 
Wilmington, Del.—James G. Tuck, , etc,, 
ted at a meeting held in Philadelphia, an 
offer of a 25 per cent settlement was sub- 
mitted to creditors, and was said to have been 
accepted by a majority present. Liabilities 
reported to approximate $30,000 and the 
assets were valued at $10,000 at cost price. 
Washington, D. C.—Max Tatelman, shoes, etc. 
reported through his attorney, is offering 
creditors a settlement of 50 Ow cent, payable 
10 per cent cash and the balance payable i in 
installments over a period of six months. 
Sparta, Ga.—George P. Burdick Co., shoes, etc., 
reported offering a eae of 25 per cent 
net to unsecured 
Moultrie, Ga.—T. L. Minix %& Co., shoes, etc., re- 
ported filed a voluntary petition in bank- 
ruptcy. Liabilities said to aggregate $22,500 
and it is claimed that assets at present cash 
value do not exceed two-thirds of the liabilities. 
Winder, Ga.—Winder Dry Goods Co., shoes, etc., 
reported meeting of creditors called for March 
30, last. 
ee = Ga.—Meyer Jolles, shoes, etc., re- 
»etitioned into bankruptcy. 
a gf * —Carl A. Rothe, shoes, reported 
filed a voluntary petition in bankruptc isting 
~ aed of $675.36 and unsecured liabilities of 
1,3 
Detroit, Mic 4 —B. Maso, shoes, reported through 
his attorney, is asking for an extension of 


time. 

New York City—Greenberg Shoe Co., wholesale 
shoes, reported petitioned into involuntary 
bankruptcy, and Albert Falck has been ap- 
yoy receiver of the business under a bond 
o 

ete Robinson & Co., shoes, etc., 
reported petitioned into bankruptcy. Receiver 
appointed. 

Orange, N. J.—Polakoff Variety Stores, also Ar- 
lington and Irvington, N. J., shoes, etc., re- 
ony involuntary petition in bankruptcy 
2a8 been filed against Hyman, Joseph J. and 
Emanuel Polakoff individually, and trading 
under the above style, by attorneys repre- 
senting creditors. Liabilities are said to total 
$12,000 and assets about $5,000. 

New Bern, N. C. Suskin, ‘shoes, etc., re- 
ported in bankruptcy; has made an offer of 
—- with his creditors of 25 per cent. 

Snow Hill, C.—w. T. ——— shoes, etc., 
wh By petitioned into ba y- 

Toledo, Ohio—Teman & Hill Shoe So T. & H. 
Shoe Co., shoes, reported that they are in 
financial difficulties with assets consisting of 
stock of $5,500 and liabilities of $9,100, of 
which $3,000 is borrowed money. trustee 
has been appointed and it is understood that 
the business will be continued until about July 
1 under supervision of the trustee to give them 
a chance to work out. 

Hugo, Okla.—Wesson Bros., shoes, have reported 
confessed bankruptcy, and store has been 


ch 1 
Philadelphia, Pa.— Louis Lempert, shoes and re- 
iring, reported involuntary petition in 
nkruptcy filed by attorney representing 

itors. 
Rochester, N. Y.—Jeremiah Phelan Sons, shoe 
manufacturers, reported asking general ex- 


Elk City, “Oil. -—M. Y. King, shoes, etc., reported 


. Pa—Zuzga & patente. shoes, re- 

ported petitio into bankruptcy. 
San Antonio, Texas—Chicago Jobbing House, 
shoes, H. | ae proprietor, petitioned into 


bankrupt 

Horry, S. C. Fred W. Heichs, shoes, etc., reported 
assigned. Reported meeting of ’ creditors 
called for March 25, last. 

Seneca, S. C.—Frederick Charles Ayers, a etc., 
reported petitioned into bankruptc 
Kennard, Later ~ ma ard Mercantile , shoes, 

ted petitioned into ror, Raced 
wth. 3 F. Kottle, shoes, etc., re- 
ported petitioned into bankruptcy. 


Richfield, Utah—John a shoes, reported 
petitioned into ba ptey. 
‘ood, S. C.—Pratt & Taylor, Inc., shoes, 
a meeting of creditors was held on 
A statement submitted shows 
of $35,915.72, which includes 
merchandise of $32,915.72. ——— XK. 
given as $23,008.46 consisting of n 
able $5,000 and accounts payable $18.0 008.4 46. 
Stock on hand is iargely Winter stock, and it 
is — already is depreciated 30 per cent in 
value 
Vernon, Texas—Vogue Shoe Co., shoes, 
involuntary petition in bankru iptcy filed. 
mag yore B. Hatley & a — etc., 
involuntary petition in bankruptcy 
filed. Harry Rosborough has been appointed 


receiver. 

Milwaukee, — Wis.—Henry A. Schmidt, shoes, 

filed a wens MMe petition in bank- 

ruptcy listing liabilites of $8,273, assets of 
$4,401. Leen of $415 are claimed. 

Milwaukee Slipper Mfg. Co., manufacturers, 


reported e 

— pa Hend se aod pany (Not 
ne oes, reported involuntary _ mane in 
ba iptcy filed against John Henderson, 
oa * under the above style by attorney 


representing creditors 

Richland Conten, Wis.—Charles T. Venard, shoes, 
etc., reported has sold his stock for a sum 
which enables him to pay off his mercantile 
creditors on the basis of 50c on the dollar, 
and is asking them to accept this offer in 
settlement of their accounts. 

ey Q.—-Grovers, Shoe Shop, shoes, re- 

ti to 





Men’s Trust 





por 
Association. 

Ideal Shoe Co., shoes, etc., reported J. C. 
Payette and H. Grenier, trading under the 
above style, have made an assignment to 
Paquet & Bonnier, authorized trustees. A 
meeting of creditors was scheduled for March 
21. 


Changes 


on—F. C. Donovan, Inc., leather, acces 
with authorized — of $10,00 
The Moc-a-wauk Co., shoe 5 

incorporated with authorized capital of 
$20,000. 

New Beford, Mass.—S. Horvitz, shoes, etc., suc- 
ceeded by J. A. Horvitz. 

Brockton, Mass.—Progress Shoe Mfg. Co., shoe 
—,, capital stock increased by 
25) 

Haverhill, Mass.—F. & . a Co., shoe manu- 
facturers, Royal 


Shoe 
Birmingham, Ala.—Caheen Bester ieee, capital 
increased from $10,000 to $20,000 
Steel Smith Bootery Co., 
in from $10,000 to 
lone "7 Calif.—Dobyns, Hastings & Dolyns, 
shoes, succeeded pts olyn’s Footwear Co. 
San Francisco, Calif—Starr Shoe Co., shoes, 


. Kemp, ‘shoes, succeeded 
edill Shes Co. ime. ° 

Los p > the mor Calif.—Chas. Isenstein (Golden State 
Clothing +. shoes, etc., closing out. 

Milton, a —I. Fruchtman, shoes, etc., succeeded 
by A. J. Mar is & Sons 

Edwardsville, —Edwardsville Army Store, 
shoes, etc., , re out. 

Ridgway, "Tl.—Kirk eS Goods Co., shoes, suc- 
ceeded by Samuel 

Sioux City, Hs —H. Weinstein, shoes, etc., reported 
sold out to Sam Weinstein. 

Chicago, Til, pu” A Schulta, shoes, etc., reported 
sold out. 

John Slovak, shoes, etc., reported sold out. 
Joseph Greenspan, (4824 S. Ashland Ave.), 

shoes, etc., succeeded by William Gordon. 

Citee, il.—Chas. Ladman, shoes, etc., reported 

out. 
Charles Finstad, shoes, sold out to Olie 


Olsen. 
— Idaho.—Kahn-Westrope Co. shoes; etc., 
ated with cotiuanalonaieal of $40,000. 
Rate Shoe Store, shoes, 





Connersville; Ind.—Cut 
out. 
Lake Park, Ia.—L. M. Sweet, shoes, etc., sold out 
to Johnson Getiing Co. 
Rockwell City, Ia.—Johnson & Wenes, shoes, 
etc., succeeded by S. S. Bloch. 
M ‘ veless Shoe Co., | shoe 
manufacturers, recently 
incorporated with authorized capital of 





"$100,000. 
Holland, Mich.—John J. Rutgers’ Co., shoes, etc., - 


capital increased from $30,000 to $50,000. 
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F ., Bn en —N. Rosenbloom, shoes, etc., re- 
ted sold out to James B. Baker 
Fulton, N a Dreidel Furnishing ‘Goods C. o., 


ages Gus out. 
St. ns pode orthern Shoe Co., shoes, etc., 


ae capital $2,000. 
an T dare + shoes, name 
A. eiss Shoe Co. 

Baltimore, Md. fer bn Shoe Co., shoe man: 1- 
facturers, recently commenced busin ness, in- 
corporated with poe oe capital of $500, ov 

Detroit, ey g Bros., shoes, etc., stic- 

Calumet, Mich. —Arne & Ruttenberg, shoes, dis- 
solved partnership. 

Mt. Clemert, Mich. ane & Kane, shoes, suc- 
ceeded by Daniel Kane. 

a — Minn.—Neitzel Bros., shoes, will 


eadiee. 'N. Y. —Baby Bluebird Shoe Co., man::- 
facturers, in20rporated with atthorized capit «|! 
of $10,000. 
M. S. Fischer, Inc., shoes. 8 cma { 
with othe — a = el of $25, 
Rouses Point, N be & nt shoe ‘ 
etc., dissolved case succeeded by H. 


ruso. 
Gastonia, N. C.—Hub Bargain Store, shoes, et, 
in ~~. = with authorized capital of $50, ws 
— Y.—Wolverine Leather Co., leather, 
., out of business. 
N. - ¥-—Miller & Bockus, shoes, et: 


t of 
New York ae Loventhal, Inc., Ban. 
capital increased from $25,000 to $30,00 
uel Weisenberg, shoes, selling _. to 
discontinue May 1. 
Rockaway Park, N. Y.—August P. Solemon, shoes, 
a, removed to Rockaway Beach. 
Utica, N. Y.—Walk-Over Boot Shop, Inc., shovs. 
issolved is pe 
N. J.—Boston Shoe Stores. Inc, 
shoes, authorized capital, $50,000. 
Dunellen, N. J.—Oscar Runyon, shoes, succred«! 
y J. H. Lerner 
News, N. J.—R. 7. Wright, Inc., shoe manuf: 
turers, incorporated with capital of $25,000 
Dover, N. J.—Maloney & Ryan, shoes, partnership 
dissolved. All debts owing to the said partne: 
ship are to be received by said Andrew \! 
Ryan and all demands on said partnership are 
to be presented to for payment. 
Enid, Okla.—Hirsch Bros., shoes, reported sold 
out to Harry Woolf. 
Seattle, Wash.—Zimmerman-Degan Shoe C«, 
shoe manufacturers, liquidating. 
Wheatland, Wyo.—Dearing & McDonald, shors, 
etc., succeeded by McDonald Bros. 
Harrisburg, Pa.—H. M. Nicely, 24 Grace Street 
shoe jobber, sold out shoe department in 
Barnett Store February 1, and is now starting 
a jobbing business on a short line of women’s 


shoes. 
Staigen, Texas.—M. El kes, shoes, etc., succeeded 
by . Oakes & Theo. E. Byers. 
Bagley, Wis.—Leo. Kolb, shoes, etc., succeeded by 
Clyde Brockens. 
Milwaukee, Wis.—Kendall & Lubarsky, shoes, et., 
dissolved partnership—succeeded by Jos 
Lubarsky. 
Louis , oO shoes, succeeded by Pessin & 


Barr. 

Madison, Wis. Soman & Schmitz Co. (The 
Hub), shoes, etc., W. Carstens retires. 
Montreal, P. Q. pa oh Dh Die & Box Toe Co., 

box toe manufacturers, Sones ” od 

i by D Box Toe 
x; ‘- Mag te, shoes, succeeded by A 

t 

Galt, <-> pa Shoe Co., Ltd., shoe manu- 

facturer, capitalization $200,000. 
The failures, embarrassments, etc., in the shoe 
leather and kindred lines in the United States and 
Canada for the week ending April 2, as com- 
= by the Shoe & Leather Mercantile Agency, 
ne., numbered 42 against 44 for the ding 
week and 13 for the corresponding period of 192). 
The failures of the week were as a rule of an unim- 

portant nature. 








Providence Notes 
STRAP STYLES STILL SUPREME 


Slight Let-up in Demand for Grays, 
However 


Strap styles still reign supreme in 
women’s footwear, with no let-up in 
popularity in sight. The gray suede is 
slackening a bit, with some reduction 
in prices being made. A few weeks ago 
it was almost impossible to find gray 
suedes at less than $10 a pair, but now 
they are obtainable at $8.50 and !ess in 
some instances. The one-strap two- 
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puiton pump with military and walk- 
ing heels and oxfords of welt soles are 
selling “big” in many Rhode Island 
stores. The men’s line has not picked 
up to any considerable degree over the 
preceding three weeks. 


Manufacturers See Improvement 


Although several manafacturers ad- 
mit that recovery from current busi- 
ness quietude is somewhat slower than 
in some former periods of depression, it 
is their belief that business will make 
rap d strides within the next few weeks. 
Retail merchants and jobbers are re- 
poring improved conditions, while 
mary mill officials announced today 
that their plants are operating ‘‘full 
time in most departments.” 


Lpton Returns from St. Louis 


Manager Upton of the men’s shoe 
department at the store of Thomas F. 
Pierce & Soni is back on the job after a 
visit to St. Louis, Mo., where his 
brother was seriously ill. 

David Hughes, manager of the shoe 
department of the Gladding Company, 
is also back on the job after a business 
visit to New York. 
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WANTED TO PURCHASE 


MISCELLANEOUS 





LW} 


We Buy for Cash 


Pr 5 coe 
—, Surplus Stocks, Jobs, 


NO QUANTITY TOO LARGE 
We also 
Send pattloulass f wha’ 

t 
have tee Cele. nina ye 


Short Term Leases Tak: 
We pay Highest Cash Value. 


VAN PRAAG & CO. 


Telephone Canal 9597—9598 


at ie 


OOO 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wre jor THE ‘CHICAGO 
ond Prices WIRE CHAIR CO. 


621 N. LA SALLE 
CHICAGO, ILL. 

















UY FOR EXPORT 


LoL Te (TTT Te TTT Te TTT 
FOR CASH 
ad Sellers, Discontinued 


i Set Surplus Stocks, 


Entire Stocks—FOR CAS 
NEW YORK EXPORT PURCHASING 
SORPORATION 


515-517 Broadway New York City 








WANTED TO PURCHASE 








Highest Cash Prices Paid 
for entire shoe stocks. We also buy your sur- 
lus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
your hands. Wire ~ = ae 
confidential. Eatabl ed 1890 

LAUBERG & 

296 Chanch St., New Yok, N. ¥. 
ee Seen clothing, hats, furnishing 
goods, etc. eh, one Canal 4119 











We bu ick and pay highest cash price for 
poe and wh lesale rtm Ss ideas or any other 
merch: andise. 

ey no object. sal 

or 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING . 
FRANK WALKER. rietor 
610 Broadway, Brockiva 


Phone, Stagg 1757 





Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address C498, care 
Boot and Shoe Recorder Publishing Co., 
207 South St., Boston, Mass. 











ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make 
liberal cash advances if necessary. 
CANTOR & WOLPERT, INC., 
‘ —Auctioneers— 
653-655 Atlantic Ave., Boston, Mass. 





Opposite South Station 














MISCELLANEOUS 





CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
= will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 er New York City 
Phone Spring 5160-5161-5162 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I i i of th value for your entire or surplus 


say =. ving a short term to run taken over. 
Eeteblithed $5 yor 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 

















SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St, CINCINNATI, OHIO 





area 


Yost [Abbens 


at METHODS 


ue 


- provide adequate 
storage facilities for shelf 
7 tne. make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
safety - to insure quick service for 
t/ wholesale or retail trade—install one 
‘/ or more MYERS NOISELESS 
CUSHION TIRE STORE LAD. 
DERS. - Deep tread steps, full length 
hand grips, mY tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of ample 
strength for safety, convenience and efficien 
One style only — neat of design - attractively 
finished — any height — easily 
installed — meets most 
requirements. 
Circular on 





LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


COMPANY 
67 Randolh St. 
Chicago, Ill. 











No matter what policy you may pursue 
in selling to the shoe trade, n 

you need the “BOOT AND SHOE 
RECORDER ” all the time. 
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page per issue: 
1 time 7 times 


$4.00 


12.00 
16.00 





13 times 
$3.50 $3.00 
8.00 7.00 
10.50 
14.00 12.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“‘Recorder”’ rates for space less than one eighth 


26 times 52 times 
$2.50 
6.00 5.00 
9.00 7.50 
10.00 





address, 
and paid for 
postage. 


OSITIONS ee cents 


word for each insertion 


Answers to ads must be sent under letter 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





WANTED—High-grade salesmen to carry aa 
ity soft sole side line in North and South 
Carolina, Florida, North and South Dakota, and 
Virginias. Address Box A, 609 Powers Bldg., 
Rochester, N. Y. 


GALESMEN to take high class line of children’s 
turns and welts to Southern and Western 
States. In exceptional cases may be carried as 
side line. Straight commission. Give full details 
as to qualifications. Ad A. Posner, 
Shoes, Inc., 140 West Broadway, New York City. 


WE. want resident salesmen in the following 
cities and states to sell our line on straight 
commission at 5 per cent, to be carried as a side 
ine. Commission paid 10th each following month. 
Ours is a very strong line of in stock women’s 
Comfort shoes, about 30 styles, all staple numbers, 
selling in stores in all sections of the country. 
Territory open—Buffalo, N. Y., and vicinity; 
southern and central New York State and Connec- 
ticut; northeastern Pennsylvania; Virginia and 
North Carolina; city of Chicago; State of Michi- 
gan; Wisconsin; Indianapolis and State of Indiana; 
south and central Illinois; Kentucky and Ten- 
nessee; Iowa; Kansas City and Missouri; Kansas 
and Oklahoma; North Dakota and Montana; 
Arkansas; Alabama; Mississippi and Louisiana; 
Texas; western Ohio; also salesman to cover 
California and the coast States. When writing 
your first letter, give names of houses worked for 
within the last few years, also territory which 
you cover or may desire, also advise line which 
ou are now selling, if any. Address C525, care 

t and Shoe Recorder, 207 South St., Boston, 

Mass. 


7ANTED—Salesman for New Jersey, “Penn- 

sylvania and New England States, to carry 

our line of Brooklyn up-to-date ladies’ turns; one 

who is familiar with the better trade. Address 

K414, care Boot and Shoe Recorder, 127 Duane 
St., New York City. 


GALESMAN—To take high- grade le line of men’s 
“ and women’s welts on strict commission basis. 
No drawing account. Wonderful opportunity for 
right man with a following. State particulars. 
Address K415, care Boot and Shoe Recorder, 127 
Duane St., New York City. 


SAL LESMAN—To cover New York City “and 
vicinity with high-grade line of ladies’ welts on 
strict commission basis. No drawing account. 
Excellent opportunity for right man. Give full 

oy Address K416, care Boot and Shoe 
ecorder, 127 Duane St., New York City. 











ALESMEN WANTED —Now calling on the 

boot and shoe, findings, supplies, - allied 
trades, to carry and inteeteee a rubber heel of dis- 
tinctive features, as a side line, on a 10 per cent 
commission basis. Territory not restricted, exclu- 
sive if desired. The Standard Commodities Co. . 
Inc., 415 Wells Ave., N. W., Canton, Ohio. 


WANTED— ‘Salesman for the States of Indiana, 

Ohio and Michigan to sell our line of misses’, 

children’s and infants’ turn shoes on commission 

Can be sold with other non-conflicting lines. 

Experienced salesman ferred. Reply with 

—? to The Rehr Shoe Company, Orwigs- 
g, Pa. 


WANTED Shoe salesman, capable of buyi 
and selling shoes in combination stock, ladies 
men’s and children's shoes. Must be well Ls m3 
and have unquestioned recommendations. W. E 
Jett Mercantile Co., Pratt, Kan. 











Salesmen in all territories to handle popu- 
lar priced line of Infants’ and Children’s 
Square-edge turns, sizes 1 to 8. Stock 
proposition. One day service. Commis- 
sion 6 per cent. Address C470, care Boot 
and Shoe Recorder, 207 South St., Boston, 








Wa a | to sell A well-known 
line of slumber socks and 
Indian meccasins made a Lon I;_infants’ 
ches end sunaunainn sone ep Caneet , ona 
commission basis. Our recent enlargement en- 
ables us to cover more territory. None - = 
liable hustlers need apply. 5 a ‘a The B. 
Footwear Co., Inc., Oswego, N. 





Attractive proposition for SALESMEN 
to carry MANUFACTURER’S complete 
line popular priced STITCHDOWN 
SHOES, also SLIPPERS and LEGGINGS 
for Jobbers and largest Retailers. Apply 
by letter. Mention territory covered. 
Emil Kauf: Inc., Li In Ave. and 
133d St., New York City. 











Salesman to handle our ’ and chil- 
dren’s shoes as a side line in western 
Ohio, Illinois, Indiana and Michigan. 
One tray of exceptionally strong misses’ 
and children’s McKays and infants’ turns. 
Five per cent commission, paid on ship- 
ments. Samples ready for Fall May 1. 
Write us fully about yourself and the line 
you are carrying. 


THE HURD & FITZGERALD SHOE CO. 
Utica - ~ N. ¥. 





Large manufacturer has 
decided to take on one 
additional top-notch man. 
Men’s tan welts. Four 
styles in three leathers. 
Excellent proposition. Give 
full details in first letter. 
Address C528, care Boot 
and Shoe Recorder, 127 
Duane St., New York City. 














TO THE RIGHT MAN 


RESIDING IN SCRANTON OR 
WILKES BARRE, PA., WE WILL TURN 
OVER AN ESTABLISHED BUSINESS 


extending throughout Eastern Penn- 
sylvania. Ours is a line of Brooklyn 
branded Infants’ Turns and McKays 
and First Steps, sizes 1 to 8. In-stock 
proposition. Good commission. 
Drawing account as soon as ability is 
proven. Give full particulars and ref- 
erences with application. Address 
K417, care Boot and Shoe Recorder, 127 
Duane St., New York City. 





SALESMAN TO SELL 
“FOOT PRINTS SHOES’’ 


And establish Foot Print Agencies. 
Snappy, up-to-date shoes for infants, 
misses, children and growing girls. Made 
by our associated factories and carried in 
stock for i diate shi Can be 
carried as a side line. Want men who 
are carrying well-known, non-conflicting 
Our proposition will be a winner 
and we want only live ones to handle this 
line. With your application sive all 
details, territory d and 
Strictly 6 per cent commission basis. 
Samples are now ready. Consolidated 
Shoe Company, 212 Essex St., Boston, 
Mass. 

















Salesmen in all territories to handle six 
live numbers of work shoes on straight 
commission basis of 6 per cent as side line. 
A short, live line in stock for immediate 
delivery. Salable everywhere that offers 
a wonderful opportunity. Act quickly. 
Huntington Shoe & Leather Company, 
Huntington, Ind. 








LIVE WIRE SALESMAN WANTED 


To carry as a side line, high-; Mary 
Jane, turn, in brown, patent leather and 
black kid. Can be retailed for $1.25 
Sizes 2-5 no heel, 4-8 heel. Stock proposi- 
tion, sells wherever is shown. Commission, 
6 cent. Only two samples to carry. 
Address C513, care Boot and Shoe R-- 
corder, 207 South St., Boston, Mass. 

















POSITION WANTED 


J[NDUSTRIAL AND COST ENGINEER— 
Having had practical shoe manufacturing 
experience and having produced results in the 
organization, cneees and co-ordination of 
various departments of shoe manufacture; desires 
a position as plant engineer or as an assistan! to 
the active management. Thoroughly under- 
stands the installation of modern shoe wird 
production and cost methods. Address (519, 
=~ Boss a Shoe Recorder, 207 South St., 
ton, M. 


EXPERT § SHOE BUYER desires positio: as 

d buyer for department store i 
-- r be placed = dvantage of hi 
system can to advan of his 
employer. Thirty years 


able ato ready to 

le at once. pet ate C520 

Shoe Recorder, 207 South St., bom & Moss. =e 

. DEPARTMENT MANAGER, who un- 
ands the business thoroughly, have had 

12 years of successful practical experience in the 

roars of ane, Pull of Knowledge end amb 

neh 
[ides Cf, care Boot and Shoe Recorder, 207 














RETAIL — SALESMAN wants Position in in 
real liv Best t of 
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right wearer, in the right fitting 


chants. F ny chief panpese of x Tel ole 





peve* 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Circulations 
Entered ai the Post Office, Boston, Mass., as second-class matter 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
BOOTRECO 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


AND 


SHOE 


Per copy, 25 cents. 


Cable Address 


RECORDER 


THE RECORDER CREED: Gettin toe oy Sold Right; not only “more” but “right”’; pase vals Me 
Se a This is the great prob! 

hoe Recorder” is to help solve it; ne ew cho kesko apo oss 
of the entire allied industries relating to shoes and leather; their production and distribution. 


- oy sm 
upon which 


Canadian, $6.00. Foreign, $10.00 








POSITION WANTED 


LINE WANTED 





DURING leisure hours prepare for busy 


days. we our ve employees 
now. Remember ‘Men chsen carefully, work 
car-fully.”” My * ex embodies: nent 


perience 

(N. Yor ——_ (Boston), factory (Me.), travel- 
ing uba References and _ personality = 
- ng rng “stro t assets. Future prospec 
interest me more tha: an present salary. Little = 
often lead to big things. Let’s have a little talk. 
Address C517, care poet and Shoe Recorder, 207 
South St., Boston, M ass. 

W AN T E D—Traveling position 
by high-class shoe salesman for 
Alabama, Georgia and _ Florida. 
Ladies’ specialty line preferred. 
Best references. Address C526, 
care Boot and Shoe Recorder, 


207 South St., Boston, Mass. 








DO YOU WANT A BOSTON 
SALESMAN ? 


I am looking for a line of men’s or boys’ 
shoes for ton and vicinity. Stock 
proposition. Will work only on com- 
mission basis. Best of references fur- 
nished. Address C518, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 














HELP WANTED 


W ANTED—By Cincinnati high-grade women’s 
factory, first-class man to take charge of 
salesforce. Wonderful opportunity for man who 
can produce results. Applications confidential. 
Address C514, care Boot and Shoe Recorder, 
501 First National Bank Building, Cincinnati, O. 








Le FOR NEW YORK CITY WANTED— 
Well-known salesman with established office 
the Marbridge Building, with an assistant 
uedien: is desirous of securing representation for 
New York City and hochoal 2 cities on the eastern 
part of the United States with a line of women’s 
welt and turn shoes. I don’t want a line that has 
a lot of men, rather one that needs lots of business 
‘doom a few men. My association and knowledge 
of the trade will enable me to give such a plant 
satisfactory orders. Address C522, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








FOR LEASE 








FOR LEASE 


LADIES’ AND CHILDREN’S SHOE DE- 
PARTMENT in ladies’ and misses’ ready- 
to-wear store to be enlarged to 75-foot 
frontage. One of the best locations in 
Cincinnati. Space on first floor. Address 
B. L. Fogel & Sons (The Vogue), S. W. cor. 
Main and Canal Sts., Cincinnati, Ohio. 














FOR SALE 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Lawes) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W. R. HI Vice-President 
H. WALTER 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER 4 & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 








PUBLISHERS’ NOTICE 


crder i 46.00 0 yout to 
Postage im 


SUBSCRIPTION—The subscription 
Boot and Shoe 


FOREIGN SUBSCRIPTION—The price to all 
except the above is $10.06 
Rar yet, includ year, including postage. 


subscriptions are eit in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales. © etc., see Want Page. 





Shoe Manufacturing Plant 


Manufacturing children’s turned shoes. 

t owners retiring. Price, $15,000 for 
modern property; $10,000 for machinery; 
stock at market value. Big bargain. 


LOWENSTEIN 


1001 Chestnut Street Philadelphia 





LINE WANTED 


W ANTED—A line of ladies’ and children’s 
shoes for Texas, Oklahoma and Arkansas. 
Address C524, one! oe and Shoe Recorder, 207 
South St., Boston, M 


W ANTED—Men’s ‘ fine shoes to carry in 
North and South Dakota, in connection with 
a non-conflicting line. Established trade. Ad- 
dress C497, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











LINE WANTED 


For the jobbing trade in 
the South by salesman 
thoroughly familiar with 
the territory and its re- 
quirements. Address 
C527, care Boot and Shoe 
Recorder, 207 South St., 
Boston, Mass. 














A going shoe store, good location, good 
lease, modern front and store fixtures. 
Clean stock of men’s, women’s and chil- 
dren’s shoes. Population about forty 
thousand. Will sell for cash only. Ad- 
dress C515, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














MISCELLANEOUS 


GPACE for ——— and hi 
ment in women's specialty store of 
flourishi Midile est city, over 325, 

lation. y firms or parties capable of re 

the a merchandising service will be f rendering 
An tional unity. Apply at once. 
‘feblecas 516, care and Shoe Recorder, 207 
South St., Boston, Mass 


Job Lots of Shoes and Leather 


Are Sold Through the 
Recorder Want Ad Page 


7 CENTS A WORD 





-grade shoe d 





OFFICES IN 


BROCKTON lens 224 my 4 St. Geo. W. 
R. Hill, Manager. Telephone 507 

cues OFFICE: Ba: West Madison St. Tele- 
phone Main 1 B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Lecust St. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Goohos Bldg., 
127 Duane St. . Walter Scott, Manager. 
Telephone 2425 1. 

PHILADELPHIA OFFICE: Suite 1420, Widener 

Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
WR.’ R. Hill, Manager. 

Coes OFFICE: 501 First National Bank 

Idg. B. C. Bowen, Manager. Telephone 
Maks 655. 

ROCHESTER OFFICE: 609 Powers Bldg. Ros- 
siter L. Seward, Western New York Repre- 
sentative Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B. C. Bowen, Manager 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


LONDON OFFICE: John C. Manager. 
11 Haymarket, London, S. 8 Wel Bneland 


AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager. Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721 
P. Sabazzini, Gerente. 


B. C. 


BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Las Rosas 1123-1127. Otte 

CUBA: Mr. H. Gomez, Corrales, 2A, Havana, 


SPAIN: Gerente, Leoncio de Miguel, Librer 
Editor, 20 Fuencarral, Madrid. ” 


MEXICO: Gerente, Barro, Avs. 5 De Ma 
Mowe Dr ne i 


Sapa OFFICE Yokehama, J. F. Wagen. 
Manager. 
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Stock Style Stock Style Stock Style 
X1902 X2173 X1922 
Patent Colt, Silver Patent Colt, . Patent Colt, Hand 
Buckle Hand ible McKay, Turned, Full . Louis 

Turned, “Pull tone jj eg Leather Louis y Heel, 

Heel. Y Hee y Sizes 2% to 8 AA, 

Sizes 2% to 8, B, y ince 2% “4 oe ( A, B, C, D, 
,D ’ 


Price $5.00 AY, ; Price $3.60 Price $5.00 








Here Are The Choice Spring Styles 
All Ready To Hustle Out From Stock 


WE HAVE been selling loads of these shoes -for the 
past six weeks. They are the most generally popular 
novelty types we have shown. 


Prices at. rock bottom for such splendid quality. 


We Particularly Call Attention to the Fact 
That Patent and Black Styles Are in 
Markedly Growing Demand 


PARKER HOLMES & COMPANY 


“The House That Helps” 














Stock gx ay Stock Style 
X1930 


Stock Style 
ible hs al 9 X1925 Patent _ Colt, 
Turn, Leather Louis Dull Kid — 


eel. art 
Full Louis Heel, 
Sizes 2% fo 8, B, Sizes, 2% to 8, 8, AA, » B,C. 
‘ A, B, ©, Price $3.50 
Price $3.00 Price $5.00 X1931 — in 


X2184 Same in 
Black Vied. a in «Dull. Kid 








MEE 


Entered as second-class mail at the Post Office at New York, under the act of May 24, 1918 
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Unwritten Tales 
of 


Business Suecess 


Scores of successful retail shoe establish- 
Instep Strap, Patent Leather ° : 
—Turn ments owe their present-day prosperity to 
FOS1—i to § 3 W’S LENOX SHOES. Nearly fifty 
moore ee Leather years ago 3 W’S LENOX SHOES began 
Shee 11% 2 4 to assert their admirable qualities, and many 
retail merchants built children’s depart- 
8% to 11 ran also in ‘ 
stock in spring heels ments—crude affairs, at first, more or less 
experimental. The hand of time has swept 
away these awkward attempts at merchan- 
dising. Today the children’s shoe depart- 
ment stands revealed on its proper pedestal 
—that of added profits, pleasing turnover, 
and accumulating patronage. 


3 W’S LENOX SHOES still play a com- 
mendable part in the constructing of chil- 
dren’s shoe departments. Week by week, 
old customers send in orders, while mer- 
chants not long in business resolve to begin 
by ordering 3 W’S LENOX SHOES. 


Roman Sandal, Patent 
ather—Turn 


Delivery on all numbers latter 


part of April 


Patent Leather Mary Jane— 
McKay 


6100—11% to 


Patent Leather Mary Jane— 
Turn 
5, ~y 11 
6102—5 8 


7050—4 to 8 
7051—1 to 5 


Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. PHILADELPHIA 
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Sole. 





Stock No. 
Oxford. 
Se Pas ES. akon btu e chtanden ead tera ate $6.7: 


BOSTON : 


tw, «ANRC LO 


IN STOCK BROGUES 


580—B i er Last. Gallun’s 26 Brogue Stock No. 587—Brogue Last. Gallun's ee ae jwertes 
AA, 7 to 1 and B, 6 to I]; ~ eae © Brogue Oxford. Rawhide Nr Sea Pri - $7.00 


Stock No. 693—B d Oxfo adi Rawhide 


Macintosh Brown Grain Brogue Oxford. Ling “sated Single Slip Sole. Sizes and Wi ane AA, 7 to 11; A, B, 


B, 7 to 10; C and D, 6 to 10. Pri - $6. 11; C, D, 5 to Il. Pri 


intosh Black Grain Broeve Orford He 7 a 
Sole. B, 7 to 11; C and D, 6 to |! Price . $6.00 


Dalton Dress Oxford 


No. 372 


FENWAY LAST 


Patent C. S. Oxford. 3 Bevel Edge. Flexible Sole. 
Sizes and Widths: AA, 6% to 11; A, B, 6 to 11; 
C, Dy 5 to Hl. Pri $6.00 


ThejDalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 














4 BOOT AND SHOE RECORDER April 16, 192] 


To 





“TITITTTTITITITITITIMITITTITITII MITT DLL LLL 


THE WHITE SHOE FABRICS 
EXCEPTIONAL 


BRIGHTEX 
BEECHTEX 


To outfit the foot with shoes made of 
Brightex or Beechtex is a matter of 
sane economy. 





PERRO RREREE 


The two white shoe fabrics that are 
water-repellent and will not shrink or 
harden. 











No Rubber SEND 
No Paraffine Beautifully finished FOR 
No Surface..| ‘tom fabrics and | SAMPLES 


as porous as all cot- 
Lacquer of tons usually are. and Test for 


any kind. Yourself 























J. EINSTEIN, Inc. 


9 Spruce Street, New York City 
Shoe Goods and Linings 
Boston St. Louis Montreal, Can. Buenos Aires, Arg. 


RGEEELGSCORERCRRSRSRRSSSERRSEOOSSRREESRERSER EEE ES 
Sanne eeeeaSEELEAUNUENUAAOLEGULHUUSUUSULELOUSASNOUCOTONOUEOEUOUCOUOUAOU OASO4EGUESGUEOREAEUS0UNNS00000000 0000104 S00R0EERERASEAEEOREAANAGUOGNNAEGNNANEDETERE ERUSSCRRSCREORUOCECTRSRAGROGECREECRERCRRROOSESREREE! 
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{ Costume by Gidding). 





Geisha Pattern—Gaby Turn .. 
Upham Bros. Shoe Co., Stoughton, Mass. 
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GS Wwe sold ‘you this order 
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) Gentlemens if were 


your partner — 
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|THE QUEEN QUALITY SALESMEN 





| C%berchandising counsellors 
| rather than mere order takers 











HEN a Queen Quality sales- 

man has sold you your first 

order his duty to you has just 
begun. He has become (and wants 
you to realize it) a very interested 
helper and counselor in your business 
problems. 


Of one thing you may be sure—a 
Queen Quality salesman will never 
advise you to buy more shoes than 
he thinks you need. He will not try 
to sell you all the shoes he can, but 
rather, see that you have a carefully 
balanced and reasonably sufficient 
stock. 


He will advise you to buy as he would buy 
for himself. 


All Queen Quality salesmen are well 
schooled in the retailing of shoes. 


They have had many valuable ex- 
periences in starting Queen Quality 
agencies. They are experts, there- 
fore, in sizing-up a situation and 
showing a merchant how he can keep 
his stock investment within reason- 
able limits. 


In our salesman then, you will find 
the best expression of our welcome 
to the great Queen Quality family— 
our desire to make your success with 
“Queen Quality’’ a steady certain 
growth which will become more 
steady and more certain as time goes 
on. 


How the Queen Quality salesman can help 
you is something we'll gladly explain. Ask 
us about him. 


THOMAS G. PLANT COMPANY 


Factory and In-Stock Depts. 
BOSTON (20), MASS. 


New York, 127 Duane St. 











REGUS PAT OFF. TGP CO. 


Chicago, 207 W. Monroe St. 


R” 
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Famous 


Weber 


Shoe for: cn 


WE do not attempt to meet s 
competition to the extent tyle 743 Cherry Red Veal 

of cheapening the established - I . . rasttig F renchy Last 
quality of Weber shoes. ; o. 3 Ball Strap Wingfoot Heel 

For twenty-four years we have 

been building -the best value 

shoes for men, to retail at me- 

dium prices. 

The reputation which Weber 

union made shoes have thus ac- 

quired can not under any cir- 

cumstances be jeopardized. : 

Union Made—to retail at $5 : B fab ai ws Os oan © O. | 
to $9. N ADAMS. MASS. 


New York Office, H. Harris, 


\ 1328 Broadway, Marbridge Bidg. 
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KENDEX—the Insole 


SLIP INSOLES 
KENDEX Slip Insoles 
of above quality sold 
packed one dozen pairs 
assorted sizes. Order 
sample list at once. 


Kenwort 


BOOT 


hy Brothers Company 
Stoughton , Mass. 


Menworthy Brothers 5 A Canada Lt, St. Johns, P. Q., 
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ODAY, you modern shoe buyers specify what 
upper leather you want in your shoes; you 
specify what eyelets shall be used, what thread, 
what lining, what rubber heels. In so doing you 
are protecting yourself, you are having your shoes 
made of materials of known worth. 











So, too, you must specify your built-in insoles; 
you must insist on KENDEX 





Then, when fitting a pair of shoes, you mention 
the KENDEX insole, you tell your customer that 
KENDEX does not crack, shrink, swell or hold 
moisture; that KENDEX is fast color; will not 
stain a white hose; is flexible and conforms 
readily to the foot, eliminates calouses and is a 
nonconductor of heat, keeping the feet warm in 
winter and cool in summer. 


These properties make KENDEX ideal as an 
insole. They make your shoes worth more and 
they give that extra consumer satisfaction so 
necessary in building repeat sales. 


If you would like to see and feel KENDEX, we 
will gladly mail you a sample.* 
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White Leather. 
Select a White Leather 
That’s Right. 
Specify The Whitest White-LEVORS. 


G. LEVOR & CO.,, Inc. 


TANNERS OF CABRETTAS 


NEW YORK CLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 








Ber activi a Ge a a. wo a 
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‘Decidedly Thompson’ 


STGGRK SHOES 


READY NOW 


SAMPLES 
REQUEST 


Gallun’s 26° Russ.. Calf No. S 630 
Ox., Vandyke Last, Brown Cord. Ox., Ad- 
Goodyear Wingfoot miral Last. Widths 
= Heel. Widths AA-D. 

Code Word—NAT 


A-D. 
Tae Word—NEWEST Pri 8.00 
Price $7.00 wae Os 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


HOMPSON BROS .SHOE 


“FINE. SHOEMAKERS 


“BROCKTON 


MASS. 
U.S.A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all:communications to Brockton (Campello); Mass. 
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Anticipate Your Requirements 





THESE NEW NOVELTY TURNS WILL 
ENABLE YOU TO MAKE SALES AT 
GOOD PROFITS—WRITE US TODAY 


DELIVERIES FROM STOCK MAY ist 


No. 0125—White Polar Cloth Vincent No. 0126-—White Polar Cloth Vincent ~ 
One Strap, No. 10 Last, Full Louis os Strap, No. 90 Last, Baby Louis 
Ye Ss 2 $4.95 


eel. 
AA to D. Pric®iceseiiaceanie us $4.95 








“Every Shoe a Business Builder” 








These styles will go 
big. Our stage is all 
set for large orders. 
We can promise 
prompt service on and 
after above date. No- 
body need be disap- 
pointed, but we can- 
not serve all at once. 
Anticipate your re- 
quirements and order 
now. 





— “ Address all cor- - 
No. 0128—White Levor Kid Vincent respondence to the No. 0127—Light Brown Russia 
One Strap, No. 10 Last, Full Louis’ factory at Haverhill Zoe Pump, ent Brown suede Saddle 
Da BEMO Is. bee sis oe eye $6.65 


Heel 
Se ene $6.30 AA to 


HOPKINS & ELLIS 


HAVERHILL, MASS. 


BOSTON OFFICE: 108 LINCOLN STREET 
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Riser ti gy PEAR ¥i53 : 

WHITE SHOES STAPLE. 
- MADE BY - 

© GEORGE C-VAUGHAN 


TMEL fapneries 
gl PEABOD 
= MASS. 






Le * 
i 


oo ee oe 





AUGHAN'S IVORY soles and heels 
on any white footwear increases 
the consumer value and apprecia- 

\j tion. 

4 Customers readily appreciate the 
fact that sole leather that is white clear 
through keeps the white shoe looking well as 
long as the shoe wears. 

The edge of VAUGHAN'S IVORY is its own, 

needing neither paint nor spray to maintain 

its attractive whiteness. Think of this when 
ordering white footwear. 


Insist on VAUGHAN'S IVORY. It 
Costs no more than other good sole leather 


GEORGE C. VAUGHAN. S2aauaaENy 


TANNERIES AT 
PEABODY, MASSACHUSETTS 





ie? 
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The Handicap of a Closed Mind 


We know a Shoe Manufacturer who is, without doubt, as conscientious a builder 
of shoes as exists. 
He wants to use the best materials he can find. 
His policy is reflected in a single sentence, which we quote from a letter re- 
cently received from him. He says:— 
“Primarily, we are shoemakers, and we are not jockeying around to save a cent 
here and there on a cheaper piece of merchandise.” 
And yet, in spite of this broad-gauge policy, he has not been willing to even 
discuss the question of lining values, because he thought he was using the moet 


lining he could buy. 
His Mind Was Closed 


But we contrived to gain his attention the other day, and he listened with evident sur- 
prise and enlightenment to our analysis of the question. 

He is intelligent, and instantly saw the indisputable logic of our methods of constructing 
cloths for this purpose, as contrasted with what he had thought for years was the best. 

He suddenly discovered that he had been defeating his own purposes by subjecting 
himself to THE HANDICAP OF A CLOSED MIND. 

A good many shoe manufacturers, it seems, suffer from this malady without being con- 
scious of it. 


In the light of the above described, and many other similar experiences, we feel we are 
not presuming when we suggest that it might pay those who are interested in the production 
of serviceable footwear if they were to learn something of the value of correct construction, 


as applied to Shoe Linings. 


BETTER LININGS (ieee FOR LESS MONEY 





No.3 


Wea well SS ee 
diame aN /TWIN-DRILL 


SHOE LINING Bae ce EE SHOE LINING 


RIGHT CONSTRUCTION 


“FITNESS TO PURPOSE” PRODUCES FOR SHOE LININGS 
USE CLOTHS WHICH ARE 


IS THE TRUEST GAUGE 
FOR MEASURING VALUE MAXIMUM EFFICIENCY MADE TO BE SHOE LININGS 


Tooele 


These linings are the embodiment of our well developed and perfectly logical theories 
of shoe lining construction. 
We have abundant proof of their practical value. 


They cover the entire range of shoe lining requirements, from top to bottom: assuming 


always the admission that every shoe should contain the most durable lining obtainable, con- 
sistent with the price of the shoe: and that because the lining is literally the heart of a shoe, 
the best is none too good. 

It is all a simple mechanical proposition, worked out through the application of a little 
common-sense. We'd be glad to explain it to anyone who is not hampered with THE 
HANDICAP OF A CLOSED MIND. 

DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 


WY Yee eeePee 
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IN STOCK 


May 5 to 10 
Unbranded or Marion 
No. 404X 


} 
i 





DESO) TTDRES TY a> EE 


Ball Strap Oxford, Trostel’s 33 shade Russia 
Calf, Brass Eyelets, 13 Iron Edge, Oak Bend 
Outsole, Wingfoot Flange Heel. Widths 
A-B-C-D. In Stock for first deliveries May 5tb 
to 10th. Orders filled in rotation, as received. 
Biggest selling style of the season. A SNAPPY 
SHOE FOR SNAPPY MEN. 


MARION SHOE COMPANY 


Creators of Snappy Styles for Snappy Men 


Marion, Indiana 
WESTERN QUALITY «EASTERN STYLE 
Seas 
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A’ ANUFACTURERS in the several 

‘*4 ‘large centers of shoe production 

have an extra duty and ‘an extra responsi- 
bility to the Industry: 


They must make sure, in times of busi- 
ness unrest, that in recognizing unfavor- 
able conditions they do not submerge 
favorable indications. 


Every Lynn manufacturer. who spon- 
sors these trade announcements has his 
business eyes wide open. He is neither a 
foolish optimist nor a senseless pessimist. 


ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERS CO. 
BURDETT SHOE Co. CoTTER SHOE Co. 
A. FISHER & SON GREGORY & READ Co. 








> FINE wes 
es AND TURNS “ 
{ Hexic 
SHOE WHITE BUCK WELTS 


Do 
6 ry 
& ESTABLISHED 1865 GROWING GIRLS. 
aX. 4 lash MISSES and 
CHILDREN 
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SHOE CO. 





* Bronk 


When he inspects his factory orders, as 
they have been coming in the past few 

3 weeks, he knows that the complete res- 

toration of the shoe business in America 

; is definitely ahead. Each day’s. indica- 
tions are brighter. 





We think the shoe world at large ought 
to be made to realize how much better the 
situation really is today than it was five 
months ago! 


P. J. HARNEY SHOE Co. HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. T. J. KIELY & COMPANY 
WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 
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give place to the busy factory. Essential as these 
three elements are—the factory that can produce 


gets orders. 

Quality waxes strong, but prompt filling of orders and 
direct shipments win new customers. 

Your order sent to the Mitchell-Caunt factory induces 
executive attention. 

When in due time you receive your consignment, thor- 
ough workmanship and high quality are in each carton. 
M-C factory service plus M-C craftsmanship treats every 
order equally, satisfying each patron. 


. 


Siar f quality and fit—the old standbys—today 
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MITCHELL-CAUNT COMPANY 


Boston Office Factory 
72 Lincoln Street Lynn, Mass. 
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$3344 ttttet 33¢ 
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HL JONES & “& THOMAS coMPANY 


(INCORPORATED) 


The Fleetwood 


Here is our newest two strap 

| | model—The Fleetwood. This 
shoe is being made up in buck- 
skin with tan or black calf trim- 
mings and is set off with a white 
welt. Note particularly the sport 
feature embodied in the saddle 
strap. Care in design, care in 
manufacture, care in selection of 
materials distinguish every unit 
of the line we offer you. 








V.K.& AH. JONES & THOMAS company 


(INCORPORATED) 


Makers of High Grade Shoes for Women 
226 BROAD STREET 
MASS. 
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Sport Footwear 
Beyond Criticism 


A pride in our product 
is justified because of 
the perfection of our 
craftsmanship. 


To keep in step with 
fashion—Get in touch 
with Watson. 


. atsonShoeComp 


FINE WELTS EXCLU 
MASSACHUS 


en 


¥ Bi ‘ 
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+ , eee 
E confess—with humiliation, of course—that we have 
in our plant some exceedingly ‘satisfactory business 
for future delivery. 


Satisfactory in volume and satisfactory in price too! 


Terrible thing, isn’t it? Goes directly slantwise to what 
has been the popular dope, doesn’t it? Very reprehensible on 
our part, indeed! 


Are we miracle-workers? Or are we “exceptionally for- 
tunate?” 


We are not either of these. We happen to be somewhat 
on the job! 


When the “no-business-after-Easter” ballyhoo artists came 
around, we always had cotton in our ears! That’s all. 


Anybody could have had business for after Easter deliv- 
eries if he had stopped moaning and made himself and his 
representatives do just one thing— 


Smile! And talk Happiness! 


HENNESSEY, MAXWELL & HENNESSEY 
By Thomas H. Maxwell 


Makers of Women’s Welis that are known 
as the best in our Grades 


Lynn, Mass. 
April 16, 1921. 
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No. 202—Kid Two Strap San- 
dal, medium narrow toe, press 
vamp and quarter, gray quarter 
and sock 94 12-8 rubber heel. 
A, B, C and D $2.85 


No. 272—Same style, in lower 
grade. C, D and E. $2.25 


No. 203—Kid One Strap San- 
dal, medium narrow toe, press 
vamp and quarter, gray quarter 
and sock lining, 12-8 rubber heel. 
B, C and D . $2.75 


No. 304—Same style, in lower 
grade. C, D and E. $2.15 


No. 201 — Kid Oxford, gray 
quarter and sock lining, 12-8 
Cats-Paw rubber heel. A to E, 
20 last. $3.25 


No. 206—Same style, in lower 
grade. C, D and E. $2.60 


No. 457—Kid Stock Tip Un- 
lined Oxford, 9-8 rubber heel. 
D, E and EE $2.50 


IN STOCK 


You ¢an make your Comfort Shoe 
Department a leader with Gardiner 
Quality Comforts. 


We have all styles in stock—high and 
low cuts, sandals, two straps and 
Juliets. 


Remember what we said to you two 
weeks ago—that all of our shoes are 
hand turned, all uppers of kid and 
equipped with plump, best wearing 
sole leather. 


Fit is insured because of Mr. Harry 
K. Gardiner’s experience of thirty- 
five years as a designer and manufac- 
turer of lasts, before entering the shoe 
business. The factor of fit is supreme 
with him. 

Write us for complete catalog of. our 
twenty-six styles in stock, or better still, 
a in a trial order on the styles shown 
tere. 


No. 4510—Kid Sandal, medium 
toe, no box, 9-8 rubber heel. 
E only. $2.00 


Please Address All Mail to the Factory at Lynn 
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No. 205—Kid Stock Tip Blucher 
Oxford, gray quarter and sock 
lining, 12-8 Cats- Paw rubber 
heel. B to E. $3.25 


No. 402—Kid Stock Tip Oxford, 
12-8 Cats-Paw rubber heel, A to 
E, 40 last. $3.25 


No. 406—Same style, in lower 
grade. C, D and E. $2.60 


No. 2011—Kid Stock Tip Ox- 
ford, gray leather quarter and 
sock lining, 12-8 rubber co 
EEE only. $3.2 


H. K. GARDINER COMPANY 
680 WASHINGTON ST., LYNN, MASS. 


Boston Sample Room, Room 407, 183 Essex St. 
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In stock—for thirty day periods 


oo0oooooooooooooooOooOoooooNooooooooOooooo ooo oooooOoooOoooOooooooooooGoooo0Rb000 


See our Catalog and get posted 
on what this service means to you 


nDooooonoooooooooOooooOooOooOoOoOoOoOooooOooo0ooo0oOo0oOo0oO0o0o0o0o0o0ooOo0o0o0o0o0000000g0g000000 


fo May Selling you will need some strap 
pumps in Brown, and beginning May Ist we 
shall ship from stock four numbers—in Brown 


Kid and Calf—at *59%. 


Promptly May 31st these particular numbers 
will be discontinued—when an entirely new 
stock of White Novelty models will be ready 


to ship for June selling. 


The retailer may well face the future with con- 
fidence, for there is plenty ef business for those 


who go after it. 





WILLIAMS, CLARK & CO. 


LYNN MASS. 
Goodyear Welts Exclusively 
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WOMEN’S STAPLE SHOES 





REST nce 






Your permanent and _ there- 
fore best customers are those 
who buy staple shoes. They 
buy where they can be sure 
of service, fit and wear. 













No. 019—Ladies’ Two - Strap Twenty-five years of manu- — No, 075—Ladies’ Tip Oxford. 
Sandal facturing have made the This comfortable low-cut is a 
This useful low-cut is for semi- name of Fisher significant of common-sense shoe—but we add 






a tip to the toe, which makes it 






dress wear. We manufacture it dua: temea di ij h p 
with either one strap or two, a € best im siippers, house serviceable to the wearer who 
form which combines both nov- shoes and semi-dress foot- wants a shoe easy to walk in but 






y om fort. stylish enough for street - use. 
elty and c weet. y 2g 


. | 
: i sHer M2. ON - 











LYNN, MASSACHUSETTS 
GOSSOSOS6GGO6555 600600005 


IPR 
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Here We Are Again! 
Another New Leather! 


BLACK (77%) scoTcH GRAIN 






Meee eRe 





a with a Patent Finish 
g Especially adapted for oe ees aN Oxfords 
3 either trimmed or stitched with white. 
3 : 
} : C. D. KEPNER LEATHER CO. 
1 39 South St., Boston, Mass, 223 W. Lake St., Chicag ‘O, Il. 
p : 
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“Follow the Creighton Line” 


IN-STOCK 
Style 466 


WHITE NUBUCK BALL STRAP OXFORD 
GOODYEAR WELT, NEOLIN SOLE 
WIDTHS: A—D 


Price $5.00 


A. M. CREIGHTON 
LYNN, MASS. 
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No. 3 


English Last. 
In Stock. 
Widths AA to D. 


Sizes 5 to 12. 
In Case Lots 
2%-10 
Net-'30 








“The Best Values that have 
come into our store this year,” 
says a leading shoeman. They 
are strictly dress shoes, with 
quality workmanship. 





CONSTRUCTION 
UPPERS Full Saas Ruso. CH Our unlimited guar- 


antee is “Ship them 
oursor Ook Qeud all right back if you’re 


Onhke- Gg, ‘a not 100% satisfied.” 
INSOLE Full Send for a case, on 
counter sSote Coathur approval. 


pox tor dole Srather 


mn, Rubbea Suade A ~ SPAN WORE 


 witeXe: ~~ SHOEMAKERS 
STANWORT In Case Lets MARION, INDIANA 
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SALESMEN WANTED 


E have discontinued the 


mail order business and 











want to sell retailers again. 


Oe Be Reece” 


We have some fine terri- 
tories open for live salesmen. 





Write or Wire Now 


Harsh & Chapline Shoe Co. 


Milwaukee, Wisconsin 
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HE leather is the big factor in retail 


shoe sales. 


OUR customers may know little or noth- 
ing about the construction of shoes, 
but they do know a good leather when 


they see it. 





HE unmistakable excellence of P & V Leathers 
is as apparent to the layman as to the tech- 
nical man. 


HEY look for your styles to change, but 
rightly expect the quality of your leathers 
to remain the same. Adhere to P & V un- 

varying quality as a safeguard for your business 
good will. 





Pfister & Vogel Leather Co. 


Milwaukee, Wisconsin 
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to this date. 





announcement of this kind. 


stances. 








Deliveries Sold Out Until 


June Ist. 


Orders which we have on hand for Spring and Summer 
shoes require the maximum output of our Cutting Room to May 


Ist. This means final delivery June |st. 
stances we are unable to accept further orders for delivery prior 


Dept. 5 is also seriously over-sold and because of the lack 
of materials and the volume of undelivered orders on hand it 
seems best to decline all orders for stock shoes for delivery prior 
to June Ist or until further notice. 

Every effort has been made to take care of our customers 


and up to the last minute we had hoped to avoid making an 
It would only be causing further 


disappointment to continue to book orders under these circum- 


All orders now on hand will be filled as rapidly as possible. 


THE STETSON SHOE COMPANY, Inc. 


South Weymouth 90, Massachusetts 


Under these circum- 








We Have Been Obliged to Issue the Above Notice for Two Reasons. 


They are as follows: 


IRST—Because of late ordering, or 
rather an indisposition on the part of 
many Stetson merchants to anticipate 
their usual preliminary orders of staple 
styles. . 


Broad as is its scope of styles carried in 
stock, it is manifestly impossible for 
Dept. 5 to carry enough Stetson shoes to 
supply every dealer at once when they 
order practically all together. 


ECOND—Because of the very many 
new demands for Stetson shoes which 
we have received this season. 


More dealers than ever have come to us 
voluntarily, realizing no doubt the assur- 
ance of value which the Stetson mark 
carries to the thinking men of this coun- 
try. ‘More By The Pair, Less By The 
Year’’ has an evidently greater than ever 
significance. 


In view of the above facts we express the hope that Stetson merchants will not delay 
in‘ anticipating their ae for Stetson Fall Styles. 
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More Men Can Now Afford To Buy 
CROSSE Ef -SrPes 


CROSSETT shoes are constant 
in quality under any and all 
conditions. 


Accordingly they have been 
priced (during the past few 
years) in accordance with what 
it cost us to keep their quality 
constant. 


Now that more normal condi- 
tions are with us we are enabled 
to price CROSSETT shoes corre- 
spondingly. More men can there- 
fore buy CROSSETT “Constant 
Quality” Shoes and will be glad 


to learn the news from you. 


Most men are aware that it pays 
them to seek value in buying 
their shoes. They therefore want 
assurance of value first and rea- 
sonable price second. 


You can command their confi- 
dence by the CROSSETT trade 
mark. And at our present prices 
you will appeal to a larger and 
more readily buying number of 
men. 


Most important of all—you will 
be sure of the complete satisfac- 
tion which your customers will 


find in CROSSETTS. 


Samples of our new fall models of Men’s 
and Women’s CROSSETT Shoes are now be- 


ing shown by our traveling representatives. 


Write or wire for appointment with salesman in your territory. 
Send for catalog of In Stock Styles for Immediate Shipment. 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 


New York Salesroom San Francisco Salesroom Chica 
463 Pacific Bldg. : 


606 Marbridge Bldg. 


19 Seuth Wells St. 58 Lincoln St.- 


o Branch Boston Salesroom ~ 





April 16, 1921 


SS 


3 WoW 








~~ PDR a Da Oe PR A i RTS ee OR PR RRR NT 


April 16, 1921 BOOT AND SHOE RECORDER 


EVE CLOTH 


THE IDEAL 
WHITE SHOE CLOTH 
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An Awakened 
Interest 


Never before has the public been so keenly 
awake to the advantages of correctly shaped 
shoes. 


Thousands of letters have been received ask- 
ing for information about Educators and the 
names of retailers selling them. 


Progressive retailers are taking advantage of 
this consumer interest.and adding new cus- 
tomers to their business. ee | 


If you are not an Educator dealer write and © : 
ask us to tell you how to conduct an Educator | 
business. | | 





a hla pe oe 4k ee 


Rice & Hutchins, Inc., 


10 High Street, Boston, U. S. A. 
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